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1 “TOT-A-PHONE" 

‘ Toy telephones available in two 
fashionable colors almost like real 
telephones have become part of play- 
ing house. Above is a Tenite poly- 
ethylene toy telephone with return 

j ; spring in the dial and a ringing bell. 
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@ IWIN CONTACTS...Laboratory tests prove that you get 
22.7 times more reliability with dual than with single 
contacts. That's one reason why Stromberg-Carlson 


pioneered in standardizing on twin contacts throughout 


the XY Dial System -- in switch wipers and relays. 


In addition, relay contacts are precious metal for 





years and years of operation without replacement. XY 
Dial Systems are the only step-by-step equipment with 
this feature that assures you of extra reliability and 
service economy. It pays to "go XY Dial" when you 
convert your exchange to dial. 


STROM BE RG-CAR LSON A DIVISION OF GENERAL DYNAMICS CORPORATION 
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LAUNCHING SITE. A worried male voice came over the tele- 
phone at a suburban police station recently. 

“I saw this guy carrying a huge rocket out of his garage,” the 
man said. “It must have been 12 feet long.” 

Again the telephone rang. 

“I just saw a man setting up a big rocket in his driveway,” said 
the woman caller. “I don’t think he ought to shoot that thing up 
by all these houses. It must be 20 feet long.” 


Minutes later a squad car pulled up at the home of the parson. 
In his driveway stood a 15-foot rocketlike device painted green and 
white. 

“It’s for my church,” he told puzzled policemen. “I’m a former 
sheet metal worker and I made it myself out of furnace pipes. 

“It’s going to be set on the church lawn as an advertisement for 
a vacation Bible school. 


“Our theme,” he added, “is ‘Exploring God’s Wonders.’ ” 


LEGAL SHOOTING. A police squad car sped to a Louisville, 
Ky. address recently after a telephone caller said that a man was 
lying in the yard shooting a rifle. 

When the officers arrived they found a man lying in the yard, 
but he didn’t have a rifle. 


He had a portable television set, tuned in to “Have Gun, Will 
Travel.” 


HASHING IT OVER! The Wisconsin Telephone Co. gave one of 
its “telephone effectiveness” courses recently for the Milwaukee 
League of Women Voters. 

During the session, the Wisconsin Bell instructor stressed the 
need for planning by asking, “Isn't it better to do all of your tele- 
phoning at a set time instead of sandwiching calls in between peel- 
ing potatoes and putting the coffee on the stove?” 

“In the league, it’s the other way around,” answered the league 
president. 

“We have to sandwich the potatoes and coffee in between phone 
calls.”’ 


SOGGY BUSINESS. Water recently oozed into a bank during a 


flash flood in Hopkinsville, Ky. and employes were busy getting 
files and records up high for protection. 


The telephone rang. 
A voice asked the employe who answered: “Can I float a loan?” 
He didn’t—at least for a while. 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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always install 
C&D PlastiCal® 


Why? Because C & D PlastiCal® batteries are 
the most advanced-design batteries of the 
last 50 years. 

PlastiCal lead-calcium alloy grids are com- 
pletely free from the harmful life-shortening 
effects of antimony found in conventional tele- 
phone batteries. By comparison, a C&D 
PlastiCal requires from 1/10th to 1/100th the 
current to maintain itself in a fully charged 
condition. Thus, frequency of water additions 
is drastically reduced. 

A PlastiCal in the battery room means you 
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can check the electrolyte level by glancing at 
the clear plastic case. Patented, exclusive 
C&D Saftee-Vents reduce maintenance by 
serving as always-ready, efficient funnels for 
temperature and hydrometer readings —with- 
out removing the vent. 

If you need telephone batteries—a C&D 
representative or your telephone equipment 
supplier will be glad to explain the many ad- 
vantages gained by installing C & D’s premium 
telephone battery —PlastiCal. Call him today! 


For details, write for descriptive Bulletin 


€: 


BATTERIES. INC. 
of Conshohocken, 


Ga. ... Attica, Ind. 


SINCE 1906 


SALES AND SERVICE OFF:CES IN PRINCIPAL CITIES FROM COAST TO COAST 


Manufacturers of Slyver- Clad ® Industrial Batteries e [PLASICEL) and YPLASRCAR © Batteries for Communications, Control and Auxiliary Power 
JUNE 28, 1958 5 





CROSSBAR SWITCHING! 


“Star” of the U.S.1.T.A. Convention was the new K-60 Crossbar Switching 
System—the biggest advance in automatic switching for independent 
telephony. This new Kellogg development offers full terminal-per-station 
efficiency with terminal-per-line type of equipment. And, it can be engineered 
for any size system from small community dial offices to large metropolitan 
exchanges with maximum operational savings. 

The efficiency of the new K-60 is achieved through the use of registers 
and full-station translator bays. The registers completely control dial 
selections on a stage-by-stage basis and accept up to 14 digits for nation- 
wide toll dialing. In the translators, subscriber assignments are made by 


inserting rectifiers in a matrix associated with each telephone number, 
thus eliminating major soldering changes on the main frame. 


SOME OF THE EXCLUSIVE K-60 FEATURES 
e Conversation timing by 10-line groups. 


e Conversation timing on revertive calls. 

e Any telephone arrangeable for joint party release, thus permitting the 
tracing of malicious calls. 
Detects trouble—locks trouble-path and blocks from future calls until 
correction is made. 
Simplified main distributing frame utilizing a 2-conductor jumper 
per line. 
100% Intercept facilities. 
PBX groups may be spread over entire office—eliminating need for high 
traffic connector group. 

e No charge assignment on specific lines such as Police and Fire. 

@ Toll access restriction by 10-line groups. 


Call your Kellogg representative and let him show you how these and the 
many other features of the new K-60 Crossbar Switching System can bring 
new and better service to your subscribers at the minimum cost. 


A DIVISION OF 
KELLOGG Branch Warehouses and Offices: New Addresses: 
4501 Truman Road 1555 West Fourth Street 5924 S. Pulaski eee. 


Kansas City 1, Missouri Mansfield, Ohie Chicago 29, 
HUmboldt 3-7085 LAfayette 4-6511 Ronse 39740" 


23 Broderick Road 1594 Southland Circle, N.W. 6100 Excelsior Bivd. 
KELLOGG SWITCHBOARD AND SUPPLY COMPANY Burlingame, California Atlanta, Georgia Minneapolis 16, Minnesota 
A Division of International Telephone and Telegraph Corporation OXford 7-5780 Sycamore 4-2441 WEst 9-6715 - 16 
6650 S. Cicero Ave., Chicago 38, Ill. 1515 Turtle Creek Bivd. 165 Prospect Street 


Dollas 7, Texas Passaic, New Jersey 
Telephone: POrtsmouth 7-6900 Riverside 7-5191 Prescott 9-3610 


TELEPHONY 
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The K-60 Crossbar Switching System was introduced in 
this display at the U.S.I.T.A. Convention. This new 
unit reduces floor space requirements of previous cross- 
bar equipment by 30%. 


Among many distinguished visitors expressing interest 
in the new K-60 was Mr. S. A. “Gus” Lane, President 
of the Western Arkansas Telephone Company, Russell- 
ville, Arkansas. Mr. Lane (center) was shown the sys- 
tems’ many outstanding features by G. T. Scharffen- 
berger (left), President, and W. P. Hollis, Vice President, 
of Kellogg Switchboard and Supply Company. 
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ALCOA BOOTHS | 
~NET#90,000 YEARLY 


FOR NORTH FLORIDA TELEPHONE CO. 
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TELEPHONE 





Report from C.M. Fawcett, General Plant 
Mor. of North Florida Telephone Company 


“I guess you’d say we’re fairly young in the telephone 
business,” says Mr. Fawcett, General Plant Manager. 
“We bought the existing facilities, and our organiza- 
tion began operating just about three years ago. We’ve 
had an increase of 102 per cent in subscribers and put 
in a lot of new equipment. For example, in the last two 
years we’ve installed 80 outdoor phone booths, prac- 
tically all Alcoa. They certainly have gained new busi- 
ness for us. Last year these Alcoa Outdoor Booths 
brought in pretty close to $50,000. 

“We prefer single-booth installations and have 
placed one in every rural crossroad community in our 
service area. They’ve proved to be profitable and we 
know they’ve really made a big hit with local residents. 
In addition, folks going to and from Florida use them 
a lot. Much of our outdoor revenue comes from 
tourists.” 

The North Florida Telephone Company reports 
that although many of its outdoor installations are in 
what might be considered isolated locations, there has 
been no vandalism experienced in the two years. The 
company goes on to say, “Not only are Alcoa Outdoor 
Booths virtually vandalproof, they’re durable as well. 
They can’t chip or fade, as have several other types 
we've tried.” 


SEND FOR FREE, FACT-FILLED BROCHURE ON ALCOA BOOTHS 


Write today for your free copy of the Alcoa Outdoor 
Booth brochure—it contains facts and information 
that you should have. Ask your jobber about the in- 
creased revenue possibilities with Alcoa Booths. 

Aluminum Company of America, 1690-T Alcoa 
Building, Pittsburgh 19, Pa. 


Mr. Fawcett, General Plant Manager, makes an inspection 
stop at the Alcoa Outdoor Booth at beautiful Stephen Foster 
Memorial Park. The park is just 15 miles away from Live 
Oak, home of the North Florida Telephone Company. This 
scenic area attracts many visitors who tour its 243 wooded 
acres on both sides of the famous Suwannee River. The 
Memorial Park is the site of a museum containing Fosteriana 
and the new 97-bell Foster Memorial Carillon Tower. The 
North Florida Telephone Company, located in the seat of 
Suwannee County, on U. S. Highway 90 and 129 (Old 
Spanish Trail and Dixieland Route), serves many small com- 
munities scatteged over a nine-county area. 


Your Guide to 
the Best in 
Aluminum Value 


“ALCOA THEATRE’’ 
Exciting Adventure 
Alternate Monday Evenings 


ALUMINUM | 


ALUMINUM COMPANY OF AMERICA — 


“We made all 80 installations our- 
selves,” says C. M. Fawcett. “I’ve 
watched our men put some of them 
up; these Alcoa Booths are not only 
built solidly, but they’re built simply, 
too. The assembly instructions are 
easy to follow and it takes only a 
short time to completely assembie 
and install one booth.” 


“$4. 
sy 


Pe. 
Beccicnislias si ii ti ie. 
“Maintenance at 80 locations could 
get to be pretty expensive,” says Mr. 
Fawcett. “But not with these Alcoa 
Booths. Our men just wipe them off 
with a little soap and water, sweep 
them out, and they’re all set to go 
without attention for a couple of 
weeks. Our oldest Alcoa Aluminum 
Booths look as good as the day we 
bought them.” 
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C. M. Fawcett says, “We’ve grown 
quite a bit in the last three years and 
we like to tell the folks what we’re 
doing to serve them more efficiently. 
This Alcoa Goodwill Kit couldn’t 
serve us better if we’d worked it up 
ourselves. It contains ads, publicity 
releases, TV and radio commercials 
and bill enclosures. We get a kit when 
we buy Alcoa Outdoor Booths.” 
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Here’s the ideal answer when temporary paystation 
service is needed at carnivals, sporting events, civic 
occasions and even disaster areas where emergency 
service must be provided. 


Now you can offer your community the newest concept in 
telephone service. It’s the “Boothmobile”— introduced here 
for the first time to the Independent Telephone Industry by 
the folks from Leich. 

Here is how it works . . . two outdoor Alcoa paystation booths 
are permanently mounted horizontally on a specially built 
trailer. When ready for use, the ‘““Boothmobile” is moved to 
the desired location, then raised to an upright position with 
a small crank and winch that is part of the trailer. The trailer’s 
third wheel acts as a jack for raising the two booths upright 
and also is a stabilizer to keep the booths from being pushed 
over backwards when not in use. 

Another high point of the ““Boothmobile” is that one man can 
easily operate the entire unit. 

A new tandem roof by Alcoa provides a single roof cover 
and allows the booths to be butted together with no space 
between. Power and wire junction boxes are mounted to the 
back of the booths to facilitate quick installation. Station pro- 
tectors can also be mounted to the rear of the booth and J hooks 
can be attached to the drawbar of the trailer which can act 
as the mast for both power and telephone drop wires. 

The “Boothmobile” consists of the specially built trailer and 
two Alcoa booths. A canvas cover is available at a small addi- 
tional cost. The complete unit weighs approximately 1400 Ibs. 
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Because of its design, the “Boothmobile” is easy to 
move about and simple to operate, thereby making it 
a valuable addition to your paystation program. 

For further information and price, write now to 
Leich Sales Corporation, 427 W. Randolph Street, 
Chicago 6, Ili. 


. Middle States Telephone Co., Des Plaines, Ill. uses 
the “Boothmobile” at public gatherings, athletic 
contests and disaster areas. 


. One man can easily jack the entire unit into posi- 
tion and get it ready for use. 


. The third wheel acts as a support so that booth 
can’t be pushed over. A small front platform adds 
stability to the booths. 


. The “Boothmobile” completely installed and ready 
for use. 


' GENERAL TELEPHONE 
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for You...with @ “Boothmobile” 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAG)S 6. ILLINOIS 


EAST: 365! CONNECTICUT AVENUE. YOUNGSTOWN, OHIO 


PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64. CAL. 
SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS 


manufacturers of telephones, switchboards and related apparatus since 1907 
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ALL THESE 
IVIPORTAN 
EXTRAS | 


BETTER QUALITY 


General offers you the best tele- 
phone cable in its history! You 
get improved grades of paper and 
plastic insulation. You also get 
lower measured capacitances and 
higher dielectric strengths. You'll 
find more built-in quality in 
General Cable than in any other. 


MORE MILL CAPACITY 


General Cable now has five mills 
making telephone cables in differ- 
ent parts of the country. These 
mills are needed to meet the ever 
increasing demands of the Inde- 
pendent telephone industry. 


Automatic’s 5 Friendly warenouses: 


George Ferguson, Mgr. “Michie” Hester, Mgr. Ed. J. Chok, Mgr. 
Northlake, 2915 Moore St. 
IHlinois Richmond 21, Va. Portiand 10, Ore. 
Fitimore 5-7111 ELgin 8-9280 CApital 3-7244 


Fran Batcher, Mgr. Robert Miller, Mgr. 


2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 


Johnson City, N.Y. Kansas City 8, Mo. 
Binghamton 7-8507 HArrison 1-4720 





BROADER PRODUCT LINE 


General makes a cable for every 
communications need. Paper 
Lead, Jute Protected, Steel-Tape 
Armored, Stalpeth, Alpeth, Tex- 
tile Insulated, Switchboard, 
Interior Wiring and Video Pair 
are all standard cables. And, now 
you can buy a telephone cable 
with an extruded aluminum 
sheath — manufactured by 
General — distributed by 
Automatic Electric. Just one 
more addition to the biggest 
selection in the industry. 


FASTER DELIVERY 


Some General Cable products are 
available from stock. Some are 
available for delivery in a maxi- 
mum of 30 to 60 days. Your 
nearest Automatic Electric repre- 
sentative will do his best to get 
the cable you want—when you 
need it. 


These General Cable extras are available today for less money 
than ever before. Not least money, but less money. The least expensive 
cables often do not include all these extras. You always get the 
important extras when you buy General Cable from Automatic Electric. 
Send your order to your nearest A. E. representative today! 


GREATER RESEARCH AND 
DEVELOPMENT FACILITIES 


From General Cable’s constant 
research come such firsts among 
independent manufacturers as 
Stalpeth, Alpeth, Video Pairs, 
extruded aluminum sheath and 
molded color-coded plastic 
switchboard cable. General has 
manufactured telephone cable for 
70 years! With this vast store- 
house of experience General is 
able to bring you the latest in 
cable advance:. 


AUTOMATIC ELECTRIC & 


Subsidiary of GENERAL TELEPHONE 





RINGING EQUIPMENT 


MEMBER 


DRIVE MOTORS 
with permanently accurate speed regulation 


In telephone ringing equipment, accurate 
speed tion for the drive motors is 
one of vital factors affecting equip- 
ment performance. But accurate regu- 
lation alone is not enough — it’s regula- 
tion that stays accurate for the entire 
life of the equipment that counts. 

In ESCO ringing equipment, all drive 
motors for operation incorporate 


ors of lly rugged 
5 sew "hee lng lting cegalebees 


oe originally developed to meet the 
cnarage fi for naval and marine 
pt Ew where high accuracy calls 


for corresponding and de- 
pendability as See Wee’ Goans for 


Lifetime Compact, accessible Combination to-go” 
drive motors interrupters alternators pre-wiring 


ADDITIONAL ESCO FEATURES (details in 
future ads im this series) explain why ESCO 


AC are reluctance-synchronous types to 
assure reliable built-in regulation over 
the widest fluctuations in moter loading 
and voltage supply. ESCO motors are 
built to order in every type and rating 
for standard and special power sources. 
Each incorporates the extra refinements _ 
that are the result of ESCO’s forty years 
of experience in designing and building 
special rotary electrical equipment. 
Look into the full facts on ESCO drive 
motors and other ringin ui ap 
components — see for ree as 


ele Re engineers and iers 
— send for nd supplies 


Permanently 


Screw adjusted aligned 
pile-ups drives 


components are included in the installations of ELECTRIC SPECIALTY CO. 


prominent suppliers like Automatic Electric 
Co., Federal Telephone and Radio Corp., Kel- 
logg Switchboard Supply Co., Leich Sales Corp., 
-Stromberg-Carlson Co. 


176 South Street, Stamford, Connecticut 
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in rural distribution wire 


In a period of change, Ansonia continues to serve you with Rural 
Distribution Wire which is compatible in color coding and con- 
struction with that you have used and are using. Ansonia is main- 
taining the quality of performance which has made our Rural 
Distribution Wire so popular for so many years. Ansonia stocks 
Rural Distribution Wire AVAILABLE FOR PROMPT 
DELIVERY to you. 


Ansonia will continue to provide compatible wires and cables to 
meet your demands and at the same time will, as always, be 


alert to the latest innovations in the industry. 


THE ANSONIA WIRE & CABLE COMPANY, ASHTON I, R.!I. 





Directories 
show more profit 


when our Revenue Men’ 
take over 


UR DIRECTORY “‘Revenue Men”—working from 
32 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render 
a Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership— 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages’”’ revenues in the 
more than 800 directories we now produce 
for large and small Independent Telephone 
Companies prove the statement : 
“DIRECTORIES SHOW MORE PROFIT 
WHEN OUR ‘REVENUE MEN’ TAKE OVER.” 


Write or phone our office nearest you for 
our Complete Directory Service Plan. 


Find It Fast 
In The 
Yellow Pages 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * DES PLAINES, ILLINOIS + VAnderbilt 4-2164 


Divisional Sales Offices: 


COLUMBIA, Mo. * 811 Cherry Street * Gibson 2-6907 
DURHAM, N. C. . 108 E. Parrish Street . Tel.: 5133 
ERIE, Penna. ¢* G. Daniel Baldwin Building * Tel.: 2-4187 
FORT WAYNE 2, Ind. * 229. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii * 1236 Waimanu St. + Tel.: 504-231 
LEXINGTON, Kentucky * 157 Walnut Street ¢ Tel.: 4-7626 


LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
MADISON 3, Wisconsin * 214 N. Hamilton St. * Alpine 7-1667 
MANILA, Philippine Islands ° P. O. Box 673 
SAN ANGELO, Texas * 110 South Taylor St. * Tel.: 6738 
SPOKANE, Wash. * South 11 Monroe * MAdison 4-4336 
SPRINGFIELD, Ill. * Myers Bros. Building * Tel.: 8-3425 


TELEPHONY 








Telling the Rate and Financial Story 


To Company Employes 


“Every rate or financial story presents an 
opportunity. . . . to educate the employe 


on what 


makes the economic wheels 


go 


*round in the company’s operation, and to 
identify such events with his own self-interest 
in the company as a successful enterprise.” 


ECAUSE MY OWN background 

was originally the field of law 

rather than editing, I have had 
to “double in brass,” so to speak, to 
fill the particular demands of my own 
editorial work. In the process I have 
come to have a special appreciation 
for the challenging requirements of 
business and industrial editing. Com- 
pared with other professions the editor 
of a specialized publication, such as an 
industrial magazine, is held to a very 
high standard of accuracy. Everything 
he writes or presents is tested and 
judged by a wide and discriminating 
audience. The industrial editor must 
live in a gold fish bowl of technical 
publicity. That is a normal occupa- 
tional risk which he assumes in being 
an editor in the first place. 


Many of you have probably heard 
that old story about comparing the 
editor with other professions. I heard 
it this way: When an engineer makes 
a mistake it can often be adjusted. 
When a doctor makes a mistake it is 
generally buried. When a lawyer makes 
a mistake he may even charge for cor- 
recting it. But when an editor makes 
a mistake, it is published for the wide, 
wide world to see. 


It is incumbent upon the editor, 
therefore, if he is not to make an in- 
decent exposure of his own ignorance, 
to familiarize himself with the essential 
background of the materials and stories 
he has to cover. 


That means playing every position 
on the industrial team, in a manner 
of speaking. For how can the editor 
present the viewpoint of management 
unless he understands it. How can he 
write about the work of his company’s 


legal department or accounting depart- - 
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By FRANCIS X. WELCH* 


ment or any other specialized branch 
unless he finds out for himself how 
these departments work and what they 
are supposed to accomplish. 


No one expects, of course, that the 
editor should be held to a degree of 
specialized knowledge comparable with 
those who operate these departments. 
But he must at least have enough 
over-all comprehension to do an intelli- 
gent job of news coverage. And that 
is certainly true of the two kinds of 
stories which I have been asked to dis- 
cuss today—the rate case and the 
financial story. 


An editor who attempts to write a 
story about a rate case, but who does 
not himself know exactly how a rate 
case works or what it is supposed to 
accomplish, is indeed rushing in where 
angels should fear to tread. Editors 
are expected to know all about these 
things as a matter of course, even by 
some people in management who are 
not themselves always as well informed 
as they might be or wish they were. 
But more about that later. 


Getting down to brass tacks on the 
question of what we are missing in 
rate and financial stories, I am going 
to tread on some tricky ground, myself, 
when I suggest that some company 
magazine editors may not realize how 
much latitude and discretion they al- 
ready have or how much their man- 
agements want them to have and to 
exercise. 


*This is an address given by Mr. Welch, our 
Washington editor, before the International Council 
of Industrial Editors, meeting on June 19 in Wash- 
ington, D. C. 


I am familiar, of course, with the 
somewhat cynical saying that anybody 
who plays a house organ must remem- 
ber who is paying for the music. But 
if we are realistic we have to admit 
that it is true, to some extent, in any 
editorial work, whether you work for 
the Associated Press or for a labor 
union. You do what the man says or 
else. 


As a matter of fact, I have seen 
much less regimentation, or whatever 
you want to call it, on industrial pub- 
lications than in many popular or so- 
called mass media. The sensible reason 
for this, of course, is that any wide- 
awake industrial management, which 
is willing to pay a first-class editor for 
real ability, imagination, and resource- 
fulness, expects to get its money’s 
worth of those qualities. And it can 
only get its money’s worth by letting 
the editor perform at his maximum 
potential. 


I recall one actual case of a rather 
progressive gas utility company man- 
agement which hired an editor for its 
employe publication out of another in- 
dustrial field. After he had spent a 
little while familiarizing himself with 
gas industry personnel and other prob- 
lems, and getting out one or two issues, 
this editor finally took up some rather 
detailed policy questions with his supe- 
rior officer. And when the superior 
indicated that the editor ought to use 
his own judgment, the latter said: 
“Well, I was only looking for guidance 
on policy.” Imagine his surprise when 
the superior replied: “You’re not look- 
ing for guidance half as much as we 
were when we hired you!” 


I know that no company publication 
editor can tell his management how 
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to run the business. But if he has 
ideas of his own, if he has good sound 
reasons for them, he may be surprised 
how welcome his suggestions will be 
received at a busy front office which 
has all too many problems of its own. 


It may seem a little unusual to 
bracket the two problems of telling the 
story of a utility rate case and telling 
the story of a utility financial opera- 
tion. This combination may seem un- 
usual simply because the goals of these 
two respective operations may at first 
blush appear to face in opposite direc- 
tions. The story of a rate case is the 
story of a company’s revenue require- 
ments. It must stress the fact that the 
company needs more money from the 
customer. The story of a financial op- 
eration is the story of investment 
opportunity—one which must be made 
attractive to prospective security buyers. 


In other words, the rate case pub- 
licity must emphasize the fact that a 
company needs higher rates to cover 
its higher expenses and make ends 
meet. The financial publicity must 
stress the advantages of investment 
in the company, its great promise of 
future growth and reward for those 
who invest in its securities. 


The rate case publicity must under- 
line the economic presswre on the com- 
pany. The financial publicity must 
paint a bright picture of security and 
reward for the investor. 

On the surface, then, there might 
seem to be something of a conflict here 
—something like trying to talk out of 
two sides of one’s mouth at the same 
time. Or, to put it in the vernacular, 
it may seem like putting on a poor 
mouth for one audience and giving the 
sales pitch to another audience. 


Of course, we all know how this is 
in our personal affairs. When we go 
to sell a house, or automobile, or some 
other property of our own we do not 
always take the same line with a pros- 
pective buyer as we would, let us say, 
when the tax assessor drops around to 
check up on improvements. 


But actually there is no inherent 
conflict here whatever. I am glad that 
your program committee drafted this 
assignment for me in such a way as 
to permit me to talk about these two 
publicity angles together, because I 
think they may well be discussed to- 
gether. It is only when we focus our 
publicity sights sharply on a utility 
company’s over-all operations that we 
realize that rates and financing are 
opposite sides of the same coin. And 
I do mean “coin,” because in both 
situations the company needs more 
money. 

In the rate case, the company’s need 
is for more money to take care of 


operations. In the financial situation, 
the company’s need is for more money 
to take care of capital growth and new 
plant. The money the company gets 
from its customers’ rates takes care 
of the operations in the broad sense. 
The money the company gets from the 
investor must take care of plant in- 
vestment on which operations must be 
based. 


Co-ordination of Money Needs 


Yet the two kinds of money require- 
ments must be co-ordinated. Both are 
necessary to each other. If there is 
a failure, in one, the other is bound 
to suffer. Inadequate rates obviously 
result in making a company’s securities 
less attractive to the investor. Inade- 
quate financing would soon result in a 
plant deficiency adversely affecting the 
service to the customer. One hand 
washes the other, so to speak. 


Most of you have heard, I am sure, 
those familiar expressions about this 
essential relationship between rates and 
financing, the “Money to Go on” and 
the “Money to Grow on.” 

The customers provide the “Money 
to Go on”—through the rate charges 
to cover current operations and other 
expenses, including return or profit. 


The security holders provide the 
“Money to Grow on’”—through their 
investment in the plant facilities. 


The investors provide the tools. The 
customers pay for hiring the tools. It 
is as simple as that. 

Now I do not want to disturb this 
picture of the equalisy of importance 
of rates and financing in your own 
mind by overemphasizing the rate case 
in my discussion this morning. But 
because the rate case is more compli- 
cated, and has more difficult and varied 
publicity angles, it requires more care- 
ful attention. Then, too, many of the 
ideas about editorial treatment in con- 
nection with the rate case are equally 
applicable to the financial operations. 


So, in the interest of brevity and 
clarity, let us first take up the rate 
case and later cover what seems still 
uncovered in connection with company 
financial publicity. 


Rate Case Coverage 


Covering rate case publicity effec- 
tively in a company publication for 
employes is rather an exacting editorial 
chore. There is so much dependence 
on management for such important 
factors as timing, policy as to treat- 
ment, and the scope of the rate case 
story. Let us take up those three points 
in succession. 


First, as to timing. The ideal han- 
dling of a rate case involves a timetable 
as carefully planned as the production 


of a theatrical performance. When, for 
instance, would you say a rate case 
starts? At the time the company files 
its application for a rate increase? No. 
I think it could be safely said that 
when the time comes for the actual 
filing of the application, most of the 
real work of preparation should be an 
accomplished fact. 


In the case of a theatrical perform- 
ance—to return to that analogy—the 
real work of preparation starts way 
back with the writing of the play by 
the authors. Then comes the hiring of 
the cast, and the planning of the scenic 
production. Thereafter, weeks or even 
months of rehearsal under painstaking 
direction are necessary to whip the 
actual performance into shape. All 
these things have to be done before 
the curtain goes up on the first public 
performance. 


In a rate case, the filing of the appli- 
cation and the first public announce- 
ment of the company’s position might 
be compared to ringing up the curtain 
on the first public performance. If the 
real work of preparation and planning 
has not been taken care of effectively 
before that time, there is not going to 
be very much of a rate case. 


Rate-Case Planning 


The rate case starts usually with 
a report or forecast of deficiencies in 
earnings under the present rates from 
the controller’s office or whatever de- 
partment of the company that has the 
responsibility for revenue require- 
ments. This report is usually a warning 
that the present rates are not bringing 
in enough revenue to cover the cost 
of doing business. 


By the cost of doing business I mean 
not only the usual operating expenses, 
such as payrolls and taxes and the 
charges for materials and supplies, 
maintenance, and depreciation, but also 
a reasonable return to the owners of 
the company. Remember that return 
is just as much a part of the cost of 
doing business as the conventional 
operating expenses. 


The next step is usually to get a 
decision from management to go ahead 
with the preparation of a rate case. 
Then follows the meeting of the board 
and other formal steps needed to au- 
thorize the rate case. 


At this point, a number of specialists 
must join in the preparation of the 
rate case. Someone has to work out 
the details of the increase and how it 
would be distributed over the various 
rate classifications. The company’s at- 
torney, the accountant, the rate engi- 
neer, and others become part of a team 
to build up the case to the point of 
final application. 
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Now an important part of this pro- 
gram is the accompanying public rela- 
tions work, including publicity work 
which should be done to prepare the 
groundwork for a favorable acceptance 
of the eventual demand for increased 
rates. 


This is an over-all job of cultivating 
public opinion in advance of the even- 
tual request for the rate increase. The 
company’s employes are actually a part 
of that public. Most of you will agree, 
I am sure, that a utility company has 
more than one public which must be 
cultivated. 


Even within the company’s customer 
group there are classes which require 
different treatment. There are the large 
industrial customers. Then, there are 
the important key figures in the com- 
munity, such as newspaper editors and 
business and professional leaders whose 
Sympathy or lack of sympathy could 
mean a great deal to the eventual suc- 
cess of the rate case. There are the 
regulatory authorities, who, it may be 
a surprise to some to learn, often ex- 
pect to be given at least some prior 
intimation of a company’s plans before 
a rate case is formally announced for 
the general public. 


Employe Understanding 

But let us confine our attention to 
that very important audience which is 
composed of company employes. Their 
understanding, good will, and coopera- 
tion can go a long way towards smooth- 
ing the way for public acceptance of 
the need for a proposed rate increase. 
The cultivation of public opinion, prior 
to the announcement of a rate increase, 
is done in various ways by different 
companies. But one common denomi- 
nator is the planting of the idea that 
the company is having a hard time 
making both ends meet. 


I recall one very well-handled rate 
case conducted several years ago by 
the transit company here in Washing- 
ton. The company started its educa- 
tional work six months before the ac- 
tual disclosure of its application to seek 
a fare increase. 


The company worked first through 
its employe publication and then the 
city newspapers, with a series of easily 
understood facts about rising operating 
expenses. By cartoon illustrations and 
short stories the employes were told 
very persuasively how much taxes and 
payrolls and equipment had gone up 
in cost. They were given to understand 
that further increased wages would 
necessarily depend, in large part, on 
the ability of the company to secure 
sufficient revenues to take care of op- 
erating costs. 


So much for preparing the soil. Next 
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comes the policy as to the announce- 
ment to seek a rate increase. Should 
the employes or any other special group 
be given advance information about 
this? Company practice varies widely 
and there may be good reasons for 
doing things differently in special cir- 
cumstances. 


But on the whole, I think there is 
much to be said for giving certain 
groups, especially the employes, some 
advance information that a rate in- 
crease is going to be requested and how 
much, and perhaps the basic facts jus- 
tifying the proposed rate increase. It 
does not have to be very much in ad- 
vance, perhaps as little as 24 or 48 
hours. But some such consideration for 
the employes is appreciated and their 
response is inevitably favorable. 


Traffic Engineering 
Handbook 


Due to requirements for space 
in this issue, TELEPHONY’s Traf- 
fic Engineering Handbook,” by 
Gilbert R. Brackett, will not ap- 
pear. 
resumed in the July 5 issue. 


However, the series will be 


And where it is desired to give the 
employes some advance notice, I can- 
not think of a better place to do it 
than through the established company 
publication. That is the logical medium. 
The use of that medium in such a way 
tends to build up confidence and reader- 
ship among the employes. It strength- 
ens the publication as a more effective 
two-way means of communications be- 
tween management and employes. 


Where companies do not follow this 
policy there is often a negative reaction 
among the employes. We can imagine 
how they feel when they have to find 
out the most important piece of news 
their company has to make in the daily 
newspapers, or, worse yet, from their 
own friends and neighbors. This may 
well make them feel a little foolish, as 
if they did not know what was going 
on in their own company. 


Of course, once such an announce- 
ment has been made to the employe 
group, the company cannot reasonably 
expect it to be kept in confidence. But 
if the official announcement follows 
soon thereafter, surely there could be 
little practical reason to keep the news 
from the employes. 


As I have already indicated, there 
may also be good reasons to give some 
other groups a little tip-off on the rate 
case, such as the regulatory authorities 
or certain key business, industrial, and 





community leaders whose cooperation 
or, at least, sympathy and understand- 
ing will be helpful. 


I realize that company magazine edi- 
tors do not make company policies in 
this respect. But for what it is worth, 
I can tell you (and I do not mind being 
quoted to any utility management in 
the country) that I have never seen 
an example of adverse results where 
a company decided to give its employes 
such information in advance of the 
public announcement. On the contrary, 
I have known instances where it has 
helped them feel that they were part 
of the team and that the company’s 
financial problems were their problems. 
And when you get right down to it, 
isn’t that the truth, in final analysis? 


Explaining Rate Case Objectives 
After the rate case becomes a matter 
of public information, the company 
publication can fulfill a very valuable 
role in explaining the objectives of a 
rate case. It can do more. It can ex- 
plain some of the objectives of rate 
regulation itself. It is surprising how 
much misinformation there is among 
company employes in this area. 


We can expect the public at large to 
be misinformed or disinterested about 
regulation, because after all it is not 
the customers’ immediate or personal 
problem whether a company is making 
ends meet or not. But when opinion 
surveys disclose that a small percent- 
age of the company’s own employes is 
not even aware that its rates are regu- 
lated by government agencies, such as 
state and federal commissions, it makes 
us realize that there is educational 
work to be done. 


A test poll of employe information 
in this field would disclose as many as 
10 per cent who are under the im- 
pression that the company makes its 
own rates and can charge what it 
pleases for its services, just like a 
department store or some other com- 
petitive enterprise. 


Again I say that the company publi- 
cation is an excellent place for reaching 
the rank and file who are not reached 
by special employe educationa 
grams. The story of regulate 
interesting one, or it can be made so, 
in the hands of a resourceful editor. 


Starting with such elementary facts 
as the difference between a regulated 
utility and a nonregulated business, the 
company publication can give a clear 
picture in a small number of short and 
simple articles about the story of regu- 
lation. The fact that the butcher, the 
baker, or the candlestick maker can 
charge what he pleases, serve whom 
he pleases, in any manner he pleases, 


(Please turn to page 41) 
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Summary Report 


On General’s “Telephone Fair” 


ENERAL Telephone Co.’s “Tele- 

phone Fair” proved to be a tre- 

mendous success, according to 
Joseph Van Horn, president of General 
Telephone Co. of Iowa (TELEPHONY, 
June 7, p. 57). In addition to deter- 
mining that such a program can gen- 
erate a sizeable increase in revenue 
and can create a high degree of inter- 
est in telephones, telephone service, and 
the telephone company, other very 
valuable information was obtained from 
the experiment. 

This program proved quite conclu- 
sively to the General company that the 
telephone subscribers, when given an 
opportunity to have a particular prod- 
uct or service demonstrated to them 
and given an explanation of the various 
uses to which this service could be put, 
do develop a real interest in the service 
and do visualize the personal conven- 
ience that such a service would provide 
them. From this interest, they will 
frequently purchase the product or 
service, although only a short time 
before they were not even aware of 
its existence. 

It became quite apparent to company 
personnel, as a result of using the 
technique of customer consultation and 
product demonstration, that General’s 
Washington, Ia. customers were not 
acquainted with the services that are 
available. They did not visualize any 
assistance or convenience that this ad- 
ditional service might provide them 
until they had an opportunity to dis- 
cuss their communication needs and 
requirements with a representative of 
the company, and then had the prod- 
ucts or services demonstrated. It was 


One of the many “Telephone Fair”-dec- 
orated store windows in Washington, Ia. 
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found that a very high percentage of 
the subscribers in Washington, Ia. had 
never heard of a number of the Gen- 
eral company’s products and services. 
The Fair proved that many people 
were very appreciative of an oppor- 
tunity to discuss their wants and needs 
and welcomed a recommendation from 
the company. 

The objectives of the market test 
were to determine if telephone products 
or services could be sold by the use of 
premise solicitation, customer consulta- 
tion, and product demonstration. This 
question, the General Telephone Com- 
pany feels, can now be answered with 
a very definite “yes.” It has been deter- 
mined that the subscriber will buy new 
and additional telephone service, if 
such service is demonstrated to him, 
and is presented in such a manner that 
the customer as an individual can 
visualize the personal convenience that 
he would enjoy as a result of using 
the particular service. 

It is vitally important that the solici- 
tation be made on the basis of a con- 
sumer communication survey and that 
it not include any elements of high 
pressure selling, General reports. This 
solicitation should be a discussion be- 
tween the subscriber and a qualified 
representative of the company, whose 
purpose it is to acquaint the customer 
with additional products and commu- 
nication services. 

This marketing experiment convinced 
the company that a program that is 
designed to acquaint the customer with 
the various products and services, that 
provides recommendations by telephone 
company personnel, and that affords 
product demonstration, constitutes a 
service that is appreciated by the sub- 
scriber. Such a program, if properly 
planned and carefully executed, will 


Prior to test 
352 
1519 
232 


Individual lines 
Four-party subscribers 
Residence extensions 


result in the purchase of additional 
telephone products and services that 
will mean increased revenue dollars, 
and will at the same time, give to the 
customer communication service and 
convenience that is tailored to his wants 
and needs. 


The basic principles and approaches 
that were contained in the Washington, 
Ia. test are being developed for use in 
the other companies in the General 


Shirley Escher, Washington, Ia. cashier 
is shown making a residence call during 
the telephone fair. 


System. It is anticipated that similar 
marketing and merchandising programs 
will be introduced in a number of these 
companies in the immediate future. 


Following are some statistical data 
pertaining to the Telephone Fair: 


Number 

Sold 
New primary service 70 
Extensions 83 
Regrade of service 112 
Hands-free telephone (no hands) 7 
Hard-of-hearing telephones 5 
Electronic secretaries 
Dial-lighted telephones 
Dialaphone 
Key systems 
Gongs, horns, extra bells 
Jacks and plugs 
Wiring plans 
PBX trunks 
PBX systems 
Switch keys 
Transfer service 
Directory extra listings 


Effect on some specific services: 

Per Cent 

Change 
19.8 


7.5 decrease 
20.9 


After test 


422 
1413 
285 


Other Statistics 


Average salesman contacts 

per day 18 
Customer contacts 1436 
Sales completed 474 
Trailer traffic (11 days) 3822 


Sales revenue exceeded the estab- 
lished quota. Total additional annual 
revenue was equal to approximately 
$5.85 per primary line in service at 
beginning of the test. 
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PAY YOUR BILLS 
BY TELEPHONE 


THe BANKS of the country are 
busily working on electronic ma- 
chines which will read and process 
checks which are drawn on them. 
However, the people who dream 
these things up are far ahead of all 
this. Actually they visualize the 
day when cash, coins and checks 
will become obsolete. 

According to G. M. Hunt and 
Patrick E. Lannan of Designers for 
Industry, the citizen of the future 
will carry an electronic pocketbook 
which will contain a laminated metal 
card. The card will contain a net- 
work of printed circuitry which will 
form the basis of an _ electronic 
meter, which will show the amount 
of money the user has to his credit. 
When he gets paid his wages will 
be posted in the pocketbook by the 
employer. The same machine which 
does the posting will be wired to a 
central bank clearing house, which 
will post a corresponding with- 
drawal on the company’s electronic 
pocketbook. 


The employe can then use his card 
to the limit of his deposits in making 
purchases. As he makes payments 
the amount spent will be withdrawn 
from his card. This will also be 
transmitted through the bank clear- 
ing house, which will deduct the 
amount from his account. 


This system would take care of 
everybody except the fellow who 
normally pays his bills by mail; but 
that’s all thought out too. Instead 
of writing a check, he will go to 
his telephone and dial the number 
of the party he wishes to pay. He 
will then place his electronic pocket- 
book into a specially designed 
gadget which will transmit the in- 
formation in audio tones to the dis- 
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tant party. This would deduct the 
amount from his card and put it on 
a creditor’s card. Designers for In- 
dustry is in Cleveland, O. It is a 
research firm specializing in the de- 
velopment of data processing equip- 
ment and electronic systems. 


ARMY 
COMPUTER 


THE NEW Automatic Data Proe- 
essing System (ADPS), now in use 
by the Army can handle a procure- 
ment problem in two days, which 
formerly required 180 days, accord- 
ing to Maj. Gen. James D. O’Connell, 
Chief Signal Officer. 


Writing in Signal, the journal of 
the Armed Forces Communications 
and Electronics Association, he de- 
clared that the computer, when 
given a requisition, will select the 
closest depot which can supply the 
items and then initiate an order for 
them. The ADPS system works over 
commercial leased lines. 


ELECTRONIC 
SWITCH 


New patents are constantly being 
issued covering improvements in 
electronic switching techniques. A 
recent development, Patent No. 
2816238 issued to George Elliott and 
assigned to General Dynamics Corp. 


uses transistors for opening and 
closing electrical circuits. 


Previous electronic switches hav- 
ing a configuration similar to that 
shown in the accompanying drawing 
have used diode semiconductors. 
Cold cathode and vacuum tubes have 
also been used with success. The 
present invention, however, claims 
improvements over previous circuits. 

In the version shown, V1 and V2 
are pnp junction transistors. When 
the switch S is in the “OFF” posi- 
tion, the transistors do not conduct 
because the bases are positive with 
respect to the emitter. When switch 
S is thrown from the +E to the 
—E position, the transistors will 
then conduct and close the circuit 
from T1 to T2. The potential source 
+E must be higher than the peak 
signal voltage which is to be blocked 
by the switch. The —E source must 
be of high enough potential to sup- 
ply sufficient base current to insure 
that the transistors are fully con- 
ductive throughout the entire volt- 
age swing of the signal. If no signal 
is present, direct current flows from 
ground through the transistors to a 
negative potential at Ecc. Ecce has 
an absolute value greater than the 
maximum peak signal voltage. Typi- 
cal circuit values as given in the 
patent paper are 16,000 ohms each 
for the two resistors in the base 


Patent No. 2,816,238 (Drawing by Victor Willard). 
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circuit and 5 volts for +E and —E, 
respectively. 

Because of the negative voltage 
at Ecc the collectors are more nega- 
tive than the emitters, which are 
connected to ground. 

Another version covered in this 
same patent uses bilateral trans- 
istors. With this variation, the po- 
tential Ecce can be reduced to zero 
for ground and the circuit then 
works equally well in either direc- 
tion. 


THE TELEPHONE 
PATCH 


A RECENT issue of a national 
magazine had an interesting story 
of how Armed Forces personnel in 


isolated outposts could talk to the 
states over amateur radio and be 
connected by the amateur into the 
telephone lines and thence to the 
folks at home. This is accomplished 
by means of a gadget called the 
“Phone Patch,” which is an arrange- 
ment for coupling an amateur radio 
transmitter and receiver into a tele- 
phone circuit. These are at present 
used by many amateurs who are 
regularly in comreunication with 
other amateurs at distant points. In 
some cases, these devices might 
bring additional revenue to tele- 
phone companies when a long dis- 
tance call results by establishing 
radio communication to a_ point 
where no other telephone facilities 
exist. 

However, there is no doubt that, 
in many cases, an amateur in one 
city might contact an amateur in 
another city and ask to be given 
a local call, which would, of course, 
mean a loss of revenue to telephone 
companies. 

Most companies regard an attach- 
ment of this sort as a foreign de- 
vice on their lines and are protected 
in their tariffs against such con- 
nections; but like the legal require- 
ment for connecting recorders, the 
tariff may be easily ignored. Some 
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difficulties can arise from the use 
of a “Phone Patch.” Probably many 
of these are of non-standard con- 
struction and might possibly intro- 
duce trouble on the telephone line. 
This could result from improper 
transmit-receive arrangements, so 
that howling or feedback might 
occur. Also, the level from the ama- 
teur’s receiver might be so high as 
to cause cross-talk on other lines. 
In addition, lines equipped for mes- 
sage registration or automatic tick- 
eting might require a ground connec- 
tion which is not provided by the 
“Phone Patch,” and which would re- 
sult in the wrong party being billed 
for the call. 

A new factor in this issue is aris- 
ing in the form of owners of radio 
stations which provide services to 
trucks or other vehicles. At present, 
the tariffs of some telephone com- 
panies prohibit the inter-connection 
of these radio systems to the tele- 
phone lines, possibly because the 
telephone company itself may fur- 
nish a mobile radio service. 


When telephone coils like the 
toroids used in carriers are 
made, each one is checked 
against a standard by means of 
a cathode ray oscilloscope. This 
new Comparator makes the job 
simpler. If a coil is OK a dot 
appears at the center of the 
cross lines. If the “Q” of the 
coil changes, the dot will move 
up or down. If the capacitance 
or inductance changes, the dot 
will move on the horizontal axis. 
The instrument is made by 
Boonton Radio Corp., of Boon- 
ton, N. J. 


Owners of some of these systems 
may be anxious to develop some sort 
of gadget for patching into the tele- 
phone lines, and some ingenius ar- 
rangements have already been dis- 
covered. In one case, the radio oper- 
ator had the telephone company 
install a hands-free telephone near 
the radio apparatus. When a client 
would call him by telephone and 
ask to talk to his vehicle, the loud- 
speaking telephone would be placed 
next to the radio microphone so that 
the client’s voice could be sent out 
over the air. 

Another stunt involves the use of 
a tape-recorder. This is legitimately 
connected to the telephone line com- 
plete with beeper; but an extra play- 
back head is placed on the recorder 
and connected to the radio. Thus 
the incoming voice is recorded le- 
gally and broadcast over the air a 
fraction of a second later. 

It looks like the telephone com- 
panies will have to work fast to 
keep up with the electronic wise- 
guys. 


VIBRATION 


THE ROCKET age has resulted in 
complete new sciences being born. 
One of these is the science of instru- 
mentation. Whereas, once upon a 
time, machinery was put together 
and tested by guess and by gosh, 
even a thing like a dirty sparkplug 
on an automobile engine is now lo- 
cated by means of a cathode ray 
oscilloscope. Among the branches of 
instrumentation is that of the test- 
ing and measuring of vibration. The 
Consolidated Electrodynamics Corp. 
of Pasadena, Cal., makes vibration 
pickups and transducers which op- 
erate by displacement, velocity, ac- 
celeration, torque, and some even 
use the principle of the seismograph. 

As new instruments are developed, 
new uses are found for them. The 
day may come when vibration meas- 
urements may be standard in tele- 
phone offices. For example, much of 
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the noise in mechanical switching 
systems can be traced to vibration 
of the frames upon which the switch- 
ing equipment is mounted. Usually, 
when the equipment is cleaned and 
adjusted properly, the vibration does 
not affect the transmission. How- 
ever, it is possible that a reduction 
in vibration might reduce mainte- 
nance requirements. 


RELAY ANALYZER 


A NEW device resembling a cath- 
ode ray oscilloscope is now available 
for making precise analysis of relay 
action. It will measure exact pull-in 
and drop-out voltages, make and 
break time, contact bounce, overlap 
time, and contact resistance. An 
adapter permits different types of 
relays to be plugged into the front 
of the set. This device is manu- 
factured by Schmeling Electronics, 
20 First St., Keyport, N. J. 


TELEMETER 


TELEPHONE companies and other 
industries which have unattended 
plants in remote locations will be 
interested in a device known as the 
Monitron, which is a new alarm 
and control system. Basically, the 
Monitron is an electronic switch 
which will sean over several alarm 
circuits at regular intervals and 
report the state of them to a dis- 
tant point. It is entirely electronic 
in action and uses transistor multi- 
vibrators to scan the circuits. 


The basic unit will make a test of 
eight alarm circuits every two sec- 
onds. When an alarm is sounding, 
which is evidenced by means of a 
contact closure, the Monitron senses 
that action and reports it on a strip 
of lights at the distant point. 

For short loops, the transmitting 
element can be connected directly 
over a telephone pair to the receiv- 
ing unit, which contains the indicat- 
ing lamps. But the output of the 
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This is a Monitron, a telemeter- 
ing sort of device which will tell 
you what’s going on in an un- 
attended location. The bottom 
unit is an_ electronic rotary 
switch which will scan over 
every alarm circuit in an office 
every couple of seconds. What 
it finds out will be reported on 
the row of lights in the top unit 
which may be miles away. The 
two units will work together over 
telephone lines, radio or micro- 
wave links. 


scanning unit can also be plugged 
into a tone transmitter and then 
transmitted via telephone carrier, 
radio, or microwave. At the receiv- 
ing end, the signals would be de- 
coded and converted back to a con- 
dition which would light lamps on 
the indicating panel. 


Thus, an unattended automatic ex- 
change could have fuse alarms, high 
and low voltage indicators, intruder 
alarms, off-normal equipment cendi- 
tions, or other facts about the oper- 
ation reported to a distant office 
where personnel are on duty. 

You can get a circular describing 
the Monitron by writing to Moore 
Associates, Inc., 2600 Spring St., 
Redwood City, Cal. 


NEW FTL IDEA 


THE Federal Telecommunications 
Laboratories, which recently pro- 
posed that earth satellites be used 
as relay stations for television and 
telephone communications, has gone 
itself one better. 
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Latest idea would improve the 
scatter system of microwave trans- 
mission by providing a ring of alu- 
minum foil reflectors orbiting around 
the earth. The suggestion was that 
a satellite could be equipped with 
an ejecting mechanism which would 
shoot out a 6-inch strip of foil every 
fraction of a second as it revolved 
around the earth. This would result 
in a circle of aluminum “chaff” in 
outer space, which would be used as 
reflectors for radio signals. One 
trouble, FTL admitted, is such a 
metallic ring might interfere with 
present means of communication. 


THE MEMO-SCOPE 


THE cathode ray oscilloscope can 
be used in a wide range of elec- 
tronic applications because it gives 
a visual representation of an electri- 
cal waveform. However, it is only 
useful if the user can see the trace 
which is produced. In some applica- 
tions where the thing to be observed 
is of an intermittent or transient 
nature, a single trace may appear 
on the screen and vanish before it 
can be seen or analyzed. One method 
of coping with this problem has been 
the use of a camera, which photo- 








Any telephone relay can be con- 
verted to time delay operation 
by means of this timing element 
and the circuit shown, Further 
information can be obtained 
from G-V_ Controls, Inc., 28 
Hollywood Plaza, East Orange, 
N. J. 


graphs the trace while it is present. 
Of course, this requires that film be 
processed and looked at later. Now, 
Hughes Aircraft Co. has come up 
with an oscilloscope with a memory. 
The stunt is done with a special 
cathode ray tube which is also a 
storage tube. Behind the viewing 
screen is a special mesh which will 
store the image of the electron trace 
until it is erased. 


In operation, a single electrical 
impulse will trace its pattern upon 
the screen, this pattern will then 
“freeze” or remain on the screen 
after the impulse is gone. If the 
trace is to be used for comparison 
purposes, the next trace can be 
made to fall either next to the first 
trace or exactly on top of it, so 
that points of difference may be 
noted. 


A principle use of the device has 
been in mechanical operations, like 
shake-table calibration and vibration 
analysis. However, it has also been 
used for trouble-shooting in data 
reduction systems in order to locate 
the source of spurious signals, which 
interfere with the data transmission. 

Something like this may later 
prove of value in the telephone busi- 
ness for capturing an impression of 
the “hits” which interfere on tele- 
phone lines. If you would like to 
learn more about this device, write 
te Hughes Products, International 
Airport Station, Los Angeles 45, Cal. 


HYDRAULIC 
DIAL 


Every improvement in the tele- 
phone business nowadays doesn’t 
necessarily use a pushbutton or a 
transistor. The humble dial still has 
room for improvement as may be 
seen by Patent No. 2810789 issued 
to Robert L. Huffman and assigned 
to the General Telephone Labora- 
tories. This patent covers a dial 
mechanism wherein the return spring 
in the governor assembly has been 
replaced with a hydraulic device. In 
the accompanying illustration, 15 and 


24 


&p 3 TELEPHONY’'S ELC CTRONICS SECTION 


Patent No. 2,810,789. 


20 are metallic bellows, which con- 
tain a fluid. When the fingerwheel 
(not shown) is turned, wheels 12 
and 13 rotate in a counter clockwise 
direction. The rack 14 compresses 
the bellows 15, forcing the fluid up 
past the ball valve 24, into the upper 
bellows 20. 


When the fingerwheel is released, 
the springiness of the metal in the 
bellows restores them to their origi- 
nal shape. The fluid from the ex- 
panded bellows (20) returns to the 
compressed bellows (15) through 
the bypass tube (23). The small size 
of this tube slows down the flow of 
liquid and thus controls the speed 
of the dial. Items (29), (30), and 
(31) comprise the off-normal cam 
and spring assembly which shorts 
the transmitter or operates relays 
as required. The finger (27) would 
be bent downward by the cogs (25) 
when the dial was being wound up; 
when the dial turns back with a 
clockwise motion, finger (27) re- 
mains rigid and rises and falls over 
the cogs, thus sending dial pulses 
from spring assembly (26). The dial 
can be equipped with a needle valve 
on the hydraulic line to regulate the 
speed. 


NOISE RECEIVERS 


ORDINARILY, radio sets are de- 
signed to receive as little noise as 
possible. However, some special re- 
ceivers are being made for the Na- 


tional Bureau of Standards, which 
will have an opposite purpose. These 
receivers, being manufactured by 
Stromberg-Carlson, are especially 
designed to receive and_ record 
noise. They will be located at stra- 
tegic places all around the globe as 
part of the activities of the Interna- 
tional Geophysical Year. 

The purpose of the activity is to 
better understand atmospheric noise, 
which interferes with radio recep- 
tion. 


THINGS TO 
WRITE FOR 


THe Automatic Electric Co. of 
Northlake, Ill, has issued a new 
booklet on rotary stepping switches. 
It describes AE’s different types of 
switches, basic operating circuits, 
and lubrication. Ask for Technical 
Bulletin 473. AE has also issued a 
new catalog on “Relays and Switches 
for Industrial Control,” which gives 
technical summaries and application 
data for a wide variety of equip- 
ment. 
. 


THE BRC Notebook is published 
quarterly by one of the better known 
makers of quality electronic meas- 
uring equipment. It contains inter- 
esting and educational information 
on different measurement tech- 
niques. You can get on the mailing 
list for this publication by writing 
to Editor, The Notebook, Boonton 
Radio Corp., Boonton, N. J. 


ANOTHER publication of interest 
to telephone companies is Microwave 
Newsletter published regularly by 
Sylvania Electric Products Inc., 100 
Sylvan Road, Woburn, Mass. This 
publication deals with new micro- 
wave tubes and techniques. 


LITERATURE on a new crossbar 
switch which is useful in both te- 
lephony and television can be ob- 
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tained by writing to James Cunning- 
ham Son & Co., Ine., 33 Litchfield 
St., Rochester 8, N. Y. 


Ir YOU use switches for any pur- 
pose at all, you might get a lot of 
new ideas from a little book called 
Micro Tips Digest. It contains a lot 
of handy suggestions for uses of 
micro-switches. Write to Micro 
Switch, Freeport, Ill. 


IN CASE you are approaching the 
advent of microwave in your plant, 
write to Eitel-McCullough, Inc., San 
Bruno, Cal., and ask for the 1958 
edition of Klystron Facts, Case Five. 


lr YOU are interested in instru- 
mentation of any sort, you should be 
on the mailing list for CEC Record- 
ings published by the Consolidated 
Electro Dynamics Corp., 300 North 
Sierra Madre Villa, Pasadena, Cal. 


¢ 


S oLDERLESS wrapped connections 
are now being used widely in the 
telephone plant. If you are not up 
to date on this development, write 
to the Gardner-Denver Co., Keller 
Tool Division, Grand Haven, Mich., 
and ask for Catalog Section 14, 
which describes these connections 
and the tools that make them. 


WHATEVER your line of business 
is, there are standards which govern 
it. The American Standards Asso- 
ciation, 70 E. 45th St., New York 
17, N. Y., has just published a new 
catalog and price list for the various 
standards that apply to American 
business. This contains a great many 
things of interest to telephone peo- 
ple, including building codes, elec- 
trical codes, safety codes, and many 
electronic standards. You ought to 
have a copy of this in your library. 


Ir YOU are interested in transis- 
tors for switching purposes, write 
to Transitron Electronic Corp., 
Wakefield, Mass., and ask for its 
literature on silicon transistors. This 
lists many different types of this 
new development and gives the op- 
erating characteristics. 


THe Lenkurt Demodulator for May 
1958 contains an interesting short 
history of carrier systems. You can 
get this by writing to Lenkurt Elec- 
tric Co., San Carlos, Cal. 
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do you 


. Electronic 
Equipment ?7, 


fealeleolil-ma-leile) 


repeaters 


@  ...do your men “understand” 


the ‘‘mental tools”’ of electronics? 

Can they be relied upon to keep your 
valuable electronic equipment in 

top condition? a= = = = os os oe oe m4 


The rapid advance of electronics in the telephone industry 
has created a serious problem. Thousands of competent 
telephone technicians have no sound understanding of the 
faeadel concepts ... “the mental tools" . . . of elec- 
tronics. 

You can solve this problem quickly and economically and 
your men will never be away from their jobs. Resident train- 
ing programs are good, but few independents can afford the 
cost and lost man hours. 

Progressive telephone companies have found the answer 
in good fundamental training in our Employers’ Plan. If it 
benefits them . . . it can benefit your Company. It will be 
well worth your while to get the details. 


good training doesn't cost . . . it pays! 
Write on company letterhead for free booklet 


Cleveland Institute 
of Radio Electronics 


4900 Euclid Ave., Desk TE-20 ; Cleveland 3, Ohio 
“fe en Ee Uh 


faa eee ee eee 
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— FF onlights 


of finance-taxes-business trends 


by Willard F. Stanley 


BOND PRICES EDGE UPWARD: The 30-day period ending in mid-June witnessed a mild 
recovery in bond prices and, consequently, a moderate decline in interest costs 
on new issues of utility long-term debt. Preferred stock prices and yields showed 
@ consistent improvement on new issues. Toward the close of this 30-day period, 
double "A" rated utility bond issues were marketed on a basis of a 3.8 per cent 
yield, against around 4 per cent for similar issues a month earlier. 


The future seems to warrant moderate optimism as to the trend of bond yields 
for issuing utility corporations. Not long ago, President Eisenhower indicated 
that he would like to see the cost of money decline somewhat. Unless there is a 
sudden ceasing of the recession (with consequent inflation fears), it is possible 
that the Federal Reserve authorities may make further moves designed to alleviate 
money costs for borrowers. 


But, these prospects are not sufficiently alluring to make it wise to defer 
plans for marketing forthcoming utility funded debt. Bond price movements are 
expected to keep within reasonable limits over the not-too-distant future, with the 
odds favoring somewhat cheaper money. Yields may rise in the week commencing 
June 16 because of the large amount (estimated to be 100 million dollars) of pre- 
vious utility funded debt offerings estimated to remain undistributed at that date. 
But this condition should be temporary. 


The Wall Street Journal tabulation of 12 new utility bond issues as of June 13 
showed the average yields based on current bid prices were four decimals (0.04 
per cent per annum) lower than the average of the yields on the basis of the 
offering prices of these securities. This is a confirmation of the improvement 
mentioned above. 


Utilities planning to bring funded debt issues to market in the near future 
will be well advised to ascertain the plans of the federal government (so far as 
these are available to the public) as to future federal debt financing. Not long 
ago the Treasury surprised the financial fraternity by offering one billion dollars 
worth of 26-year bonds, with the result that bond prices were temporarily adversely 
affected, although not severely. 


It is known that the treasury would like to increase the proportion of federal 
long-term debt and it seems likely that to accomplish this, it may try to take 
advantage of market conditions which it deems favorable. If this effort resulted 
in a large, new-money, long-term federal debt offering (say one billion dollars or 


(Please turn to page 30) 


Mr. Stanley, formerly a utility financial executive, is now president of Corporate Services, Inc. of New York 
City and is well known as a financial writer. He is a member of the Controllers Institute of America and the New 
York Society of Security Analysts. He serves on the Finance Management Committee and the Tax Committee of 
the Controllers Institute (N. Y. Control). His articles are appearing once a month in TELEPHONY. 
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WARREN ® 


Now, the benefits of transistor circuitry are used by 

f| , Warren to bring a new concept in power equipment 

rst In dependability to the Independent Telephone Industry. 

Warren’s new all-transistor ringing generators and new 

TR ANS I - TOR transistor battery chargers provide a degree of operat- 
ing efficiency heretofore unknown...efficiency that will 

mean significant power savings in every exchange 


products for the operation. Whether your plans call for expansion or 


needed replacements, investigate the many benefits of 


: the new Warren transistor multi-ringer and transistor 
telephone industry Salty eigen 
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TRANSISTOR MULTI-RINGER... 
for warranted dependability 


Powered direct from 48 volt office battery, the Warren 
all-transistor type TMR ringing generator is designed to 


give you years of maintenance-free, adjustment-free, TRANSISTOR FLOAT RECTIFIER one 


uninterrupted operation. Long-life transistors give for better battery management 
extremely high 75% full-load generator efficiency... 


permit the TMR to quickly pay for itself in power savings 
alone! Voltage regulation is improved to insure customer 
satisfaction with constant ringing intensity. Synchromonic, 
Harmonic and Decimonic ringing frequencies are accurate 
to within 1/6 of a cycle and never require field 
adjustment. 100% transistor circuitry permits absolutely 
cool and quiet operation in a neat-appearing, self-contained 
package only 10% inches high by 19 inches wide. This 
new 4000 line capacity Warren transistor multi-ringer... 
with dependability warranted...is available from stock. 


Operating efficiently from utility power, the Warren type 
TFR transistor battery charger is designed to add years 
to battery life. A complete line of TFR’s are now 
available in standard sizes from 3 to 400 amperes. 
Tubeless, completely static, they provide steady, humless 
direct current for float-charging of every type of 48 volt 
office battery. Floating or equalizing voltages are 
precisely regulated within 42 of one percent for changes 
in supply voltage and load. Germanium ‘iransistors, 
improved magnetic amplifiers, and silicon rectifiers assure 


dependability by eliminating troublesome vacuum tubes 
Be sure you have all the facts on the new, and selenium rectifiers. Efficiency is increased, regulation 


field-proved, Warren transistor power equipment. Ask your improved, while the size and weight are reduced. This 
telephone supply man or write to us today. gives you a reliable program of better battery management. 


NU 
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THE WAR R E N MFG. COMPANY, INC. 


LITTLETON, MASSACHUS 


FIRST IN TRANSISTOR PRODUCTS FOR THE TELEPHONE INDUSTRY 
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Here’s how Automatic 


INCREASE | 


TYPE 
33A6A 
P-A-B-X 


UP TO 20 LINES 


TYPE 85 
P-A-B-X 


TYPE 95 
P-A-B-X 
UP TO 10 LINES UP TO 12 LINES 


TYPE 75B 
P-A-B-X 


50 TO 200 LINES 
TYPE SOB 


TYPE 25B P-A-B-X 
P-A-B-X 35 TO 200 LINES 


25 TO 50 LINES 





| helps you 


YOUR P-A-B-X SALES: 


YOU GET STOCK DELIVERY ON 6 MODELS! 


Automatic Electric stocks a P-A-B-X board to meet 
every need of your subscribers. This means you can 
offer businesses, large and small, a ready-made 
P-A-B-X system. It means you can give quick ship- 
ment, too! As a result, you’ll build sales as well as 
satisfied customers. 


YOUR CUSTOMER GETS TOP QUALITY ! 


The backbone of Automatic P-A-B-X boards is quality. 
Components are identical to those used in the famous 
Strowger central office equipment. That’s why tele- 
phone companies find Automatic P-A-B-X boards 
provide dependable service and minimum maintenance. 


YOU GET A FREE P-A-B-X SALES KIT! 


Here’s everything you need to promote P-A-B-X. 
Prepared by P-A-B-X sales experts. Built around 
promotions successfully used by many telephone com- 
panies. Includes a step-by-step selling plan, complete 
catalog, handy individual data folders, an 8-page 
brochure for mailing or personal presentation, sug- 
gested sales letters, sample survey form and proposal 
—even a sample contract. Write for your free kit. 
Automatic Electric Sales Corporation, Northlake, Illinois. 
Or call Fillmore 5-7111. 


INT rel) Wale ELECTRIC 
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A member of the General Telephone System—One of America's great communications systems 





more), it might bring about a considerable rise in interest rates, with consequent 
additional cost to issuers coming to market soon after such a federal offering. 


Therefore, it would seem wise for utility issuers to try to schedule the market- 
ing of the new long-term debt issues considerably before forthcoming federal debt 
offerings. Or, if this is not feasible, then they should try to defer the utility 
offerings until after the terms of the federal issues become known, and the market 
has had a chance to absorb any unfavorable impact of the federal financing and 
to return to a normal condition. 


STOCKS HIT NEW 1958 HIGHS: Despite the continued flow of adverse first quarter 
1958 earning statements, the stock market up to now has been moving upward quite 
steadily (close of business June 17). At that date, New York Times combined 50- 
stock avera;;e stood at, or near, the top for the year, something over 9 per cent 
above the 1957 year-end figure. - 


Other stock “averages” show a considerably greater percentage increase for 
1958. The movement in the last 30 days reflects considerable improvement over the 
Times average at May 20, which was 4.5 per cent above the Dec. 31 figure. 


Market values of many industrial stocks loom large in relation to earnings 
reported for the first 1958 quarter. In many cases, the disproportion is so great 
as to indicate either a definite expectation of improved earnings, or an almost 
certain decline in the market price of these stocks. A recent analysis of stock 
averages by a Wall Street brokerage firm indicated that for the past 10 years, 
industrial stocks sold at an average of 10 times their most recent yearly earnings. 


For utilities, the average for the same period was found to be 14 times. This 
ratio must presently be above the 10-times average for the majority of listed 
industrial stocks, and substantially above it, if the ratio were to be based on 
earnings for the’ first quarter of 1958 projected to reflect an annual basis. 


What does the high stock-price level mean, in the face of these earnings rec- 
ords and statistical indices which still point toward recession in many lines? 
It can only mean, that in the general opinion of investors, the recession has about 
run its course, and better times are soon in prospect. It’s axiomatic that stock 
market prices don’t reflect current earnings or values but reflect, rather, the 
better or worse times anticipated for the near future. This is called “discounting” 
the future and the market now seems to be predicting a considerable improvement 
in earnings and business activity generally in bidding stocks up to recent 
high levels. 


For the first time, there are portents indicating that the recession may be 
subsiding. For example, May employment figures were the first break in a doleful 
procession. On a seasonal basis, they showed a marked improvement. This may be 
an important straw showing the wind has veered. 


Another important and favorable point, is the recently announced increase in 
the level of industrial production—the first in eight months. Also, many leading 
business men and economists have recently reflected at least guarded optimism as 
to business trends in the near future. Eastern rail officials still radiate 
pessimism, pointing to the continued decline in their carloadings, but, in other 
areas, notably the Southwest, the railroads are beginning to report improved busi- 
ness, aided by a bumper wheat crop. All in all, there is considerable evidence 
that a turn for the better may be at hand. 


There are still many stocks, notably among the utilities, which may well prove 
attractive investments at present market levels. Many of the chain food stores, 
and tobacco and packing companies have shown improvement in earnings throughout 
the recession, against the general trend. Selective purchases can still prove 
profitable even at the relatively high average price levels prevailing. But, the 
times surely warrant careful scrutiny of existing, as well as new, investments. 
Holders of stock in companies with drastically declining earnings, whose market 
price has not yet fallen commensurately, might be profitably switched to issues of 
companies whose business is still trending upward and whose prices reflect more 
reasonable relations to current and prospective earnings. 


30 TELEPHONY 





Obituaries 


ALVIN J. BOHNSACK, 66, president of | 


the Germantown (N. Y.) Telephone Co. 


died on June 17. His death was due | 
to a blood clot which developed in his | 


lungs as a result of injuries he sus- 
tained in an accident on May 16. Mr. 
Bohnsack was struck on that day by a 
falling timber during the demolition of 
a building. He suffered fractured ribs, 
severe pelvic injuries, and multiple 
lacerations of the head and face. 


A. J. BOHNSACK 


Born in Hillsboro, N. D., Mr. Bohn- 
sack was the son of the late Charles 
and Hilda Krienke Bohnsack. His fam- 
ily was one of the pioneering families 
of the West. 

Mr. Bohnsack was a member of the 
Independent Telephone Pioneer Asso- 
ciation. 

He is survived by his wife, the 
former Lovina Hardy; a daughter, 
Mrs. Warren Leipshutz; two sons, Don- 
ald and Warren Bohnsack of German- 
town; a brother, Louis Bohnsack of 
Fargo, N. D., and. two sisters, Dr. 
Eleanor Crim of Fargo and Miss Freida 
Bohnsack of Sheldon, N. D. 


MARCO AURELIO ANDRADA, 54, secre- 
tary-general of the Internationa! Tele- | 


communications Union (ITU) died on 
June 18 of a heart attack. The ITU, 
a United Nations Agency, coordinates 
the radio, telegraph, and telephone 
policies of its 92 member states. 

Mr. Andrada, an Argentine citizen, 
was formerly director-general of his 
country’s ministry of communications. 
He took office as head of the UN agency 
in 1954, 


Knowledge Remains 

“To appreciate the noble is a gain 
which can never be torn from us.”— 
GOETHE. 
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Telephone duct goes down faster, easier, when it's 


BERMICO 


FIBRE CONDUIT 


Lays faster than other duct with less 
labor. Lightweight 8-foot lengths 
easily cut and tooled on the job speed 
installation. No alignment prob- 
lems. No bandaging, compounds or 
other adhesive materials required. 


Complete line of fittings quickly 
solve the most difficult installation 
problems. Bends, Elbows, S-Bends, 
Curved Segments, Angle-couplings, 
Plugs, Caps, Manhole Bells, Flexi- 
ble Duct, are available. 


Smooth inside bore for quick, easy 
“pull throughs” without danger of 
abrasion. Precision-milled tapered 


joints are sealed tight with a few 
hammer taps. 


Waterproof — strong — acid resist- 
ant. This tough cellulose fibre con- 
duit is thoroughly impregnated with 
coal tar pitch, making it exception- 
ally waterproof, durable and chem- 
ically inert. Concrete usage is cut to 
a minimum utilizing removable ver- 
tical separators. 


BROWN «| COMPANY 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
Mills: Berlin, N. H.; Corvallis, Ore. 


oistritured by WESTINGHOUSE siecteic suppty compeny 


Offices in principal cities 





HE Bell System is furnishing more 
service despite the general slowing 
down of the economy, President 
Frederick R. Kappel informed more 
than 2,500 share owners at the annual 
meeting recently. Since last September, 
when the business decline started, more 
than 1.4 million telephones have been 
added to the Bell System and the 
number of conversations handled have 
increased more than 5 million a day. 
This increase in business is expected to 
continue to increase as 1958 progresses. 
During the last 30 years, the number 
of Bell telephones has increased from 
about 13 million to more than 52 mil- 
lion. In this period, the system’s em- 
ployes have increased from 350,000 to 
about 770,000. 


President Kappel states that this has 
been made possible by the development 
of better equipment, better tools, and 
improved operating methods. These 
reflect management leadership, effective 
research, careful training, and the 
exercise of American ingenuity by 
countless telephone men and women. 
Mr. Kappel cited some examples of 
improvement as follows: 


The average time required by a par- 
ticular group of information operators 
to look up numbers requested by tele- 
phone users was 37.6 seconds. After 
these operators had received instruction 
in rapid reading, this average time was 
reduced to 33.7 seconds and later to 
33.3 seconds. If these improvements 
were made throughout the Bell System, 
it is estimated that it would 
about 8 million dollars a year. 


Save 


Last year, Bell cable splicers made 
more than 300 million splices in cable 
conductors. For years these splices 
have been made by stripping the in- 
sulation, twisting the wires together, 
and slipping a cotton sleeve over the 
joint. The new method is to slip a 
copper sleeve with a plastic jacket over 
the ends of the wire which are to be 
connected. Then a pneumatic tool forces 
little points in the sleeve right through 


32 


me Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


the insulation to make contact with 
the wire. There is no need to remove 
the insulation nor to twist the wires. It 
is estimated that for each 100 million 
joints, this method will save about 1% 
million dollars a year. 

A new method proposed by a tele- 
phone man enables one man to identify 
the pairs he is working on without 
the aid of a helper. 


Another new method of sweeping 
with a treated cloth is saving about 
one million dollars annually. 


A new machine that fashions the 
ends of cords so that they can be firmly 
connected to the telephone instrument 
does the work for about 2% cents a 
cord less than the method formerly 
employed. Since the Bell System uses 
about 18 million cords annually, the 
saving comes to $450,000. 

In the wiring of central office appa- 
ratus, a wire-wrapping gun fastens 
wires to the terminals of dial equip- 
ment so tightly that soldering is not 
required. Hence, the cost of this opera- 
tion is materially reduced. 


A new centralized testing system has 
cut as much as three weeks from the 
time required for testing a new central 
office. This permits a saving of hun- 
dreds of thousands of dollars a year. 


The use of machines that automati- 
cally perform routine clerical duties 
and computers that store and analyze 
information, is increasing. The Bell 
System is presently working toward 
integrating all of its operations 
through the use of interconnected com- 
puter systems. 


In the years to come, they expect 
that these will not only aid them in 
providing service more effectively from 
day to day, but that they will also 
assist in analyzing market conditions 
—determining what new equipment is 
required—engineering the equipment in 
detail—procuring the necessary mate- 
rial—and forecasting the manufactur- 
ing facilities and the number of people 


required to produce the equipment that 
future service will require. 
~ 

It has been reported that an infor- 
mation operator out on the West Coast 
the other day received a request from 
a customer for the number of # funeral 
parlor that gave green stamps. 

Unusual calls are nothing new to in- 
formation operators, but it is the in- 
creasing number of “routine” queries 
that are causing concern. These calls 
are for numbers that are listed plainly 
in the telephone directory if customers 
would only look them up. These cus- 
tomers find it much easier, however, to 
call information than to fumble through 
the small print of our cumbersome 
present-day telephone directories. 

We understand that 
continually requesting the numbers of 
large business establishments and de- 
partment stores from information op- 
erators in many of our large cities. It 
is stated that even the telephone com- 
pany rates about 200 calls to informa- 
tion a day in San Francisco alone. A 
recent survey in this city indicated that 
information handled some 250 requests 
each day for the numbers of the Pacific 
Gas & Electric Co. and the Bank of 
America. Air lines and railroads also 
ranked high on the list of queries. 


customers are 


We often speculate on just how this 
increasing information load will be 
handled economically in the future. 
Since we have mechanized just about 
everything else, it would seem possible 
that information will also at some fu- 
ture period be dispensed by a machine. 


We note with interest that the lowly 
guy guard has at last been changed. 
It has been tapered which gives it a 
more pleasing appearance. 

This design also provides a large 
cross-section where it is needed, at the 
lower end, to effectively cover clamps 
or other guy termination arrangements 
and the anchor rod eye. 
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Multi-pair Distribution Cable 
primary insulation of conductors: Mon- 
santo Polyethylene 14202 and 11302 | 


Jacketed Thermoplastic Sheathed 
Telephone Cable primary insulation: 
Monsanto Polyethylene 12203 & 12253; ° 
jacketing: Monsanto Polyethylene 14202 


for your reliable“single source” of polyethylene wire and cable insulating compounds 


For primary insulation, for jacketing, for steel support wire 
insulation—every one of the expanding series of Monsanto 
Polyethylene insulating compounds has been formulated for 
extrusion efficiency, great mechanical strength, and electrical 
requirements to fit your specific needs. 


Call your local Monsanto representative for the complete 
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story on how Monsanto Polyethylene can meet end-use per- 
formance requirements . . . or write for complete technical 
data and other information to Mon- 
santo Chemical Company, Plastics 
Division, Room 453, Springfield 2, 
Massachusetts. 


Monsanto 





Utility Pole Relocation 
Law Tested in Idaho 


A Boise, Idaho District Court hear- 
ing of an action brought by the state 
against the Mountain States Telephone 
& Telegraph Co. and the Idaho Power 
Co. to test the constitutionality of a 
law passed by the last session of the 
Idaho Legislature was to have been 
heard on June 5. 

The case is a test of the law requir- 
ing the state to reimburse utility 
companies for the costs of moving, 
utility poles and other facilities in 
connection with what was described as 
highway maintenance work. 

The state and the Idaho Board of 
Highway Directors maintain that such 
payment would be in violation of article 
seven, section 17 of the Idaho Consti- 
tution which provides in part that no 
money designated for highway pur- 
poses may be used for any other pur- 
pose. 

Tom F. Alworth, who petitioned the 
district court to appear as a “friend 
of the court” as a representative of the 
Rural Electric Co. and the Project Mu- 
tual Telephone Cooperative Association, 
Rupert was given leave by District 
Judge Marlin S. Young to file briefs 
and take part in ora! arguments. 

The Project Mutual serves about 
2700 stations. 


Brothers Sell Ore. Company 
To United Utilities 

D. O. Hood and Ernest R. Hood, 
principal owners and managers of 
Columbia Utilities Co., Medford, Ore., 
on June 18 announced sale of their tele- 
phone system to United Utilities, In- 
corporated. 

Columbia Utilities Co. and its wholly- 
owned subsidiary, California-Oregon 
Telephone Co., presently serve about 
5,000 telephones and operate an exten- 
sive toll network in Oregon and Cali- 
fornia with headquarters in Medford. 

Service is provided through 12 auto- 
matic exchanges located in prosperous 
and growing regions, including Crater 
Lake National Park. 

United Utilities, Inc., with headquar- 
ters in Kansas City, Mo., is managed 
by Alden L. Hart, president and gen- 
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Courts and Commissions 


eral manager. The United System is 
furnishing telephone electric 
power, gas, water and propane services 
in portions of 15 states. 


service, 


Two Minn. Independents 
Get Increases For EAS 


The Benton Cooperative Telephone 
Co., Rice, on May 26 was granted ap- 
proval by the Minnesota Railroad & 
Warehouse Commission for increased 
rates at its Rice exchange, from which 
the company provides extended area 
service (EAS) to the St. Cloud ex- 
change of the Northwestern Bell Tele- 
phone Co. 

The Rice exchange serves 113 local 
and 402 rural stations. With extended 
area service to St. Cloud, an estimated 
14,000 additional stations will be call- 
able from the Rice exchange. 

The increase will raise the company’s 
net operating revenues from $34,591 
to $38,225. Total expenses will also 
increase from $27,479 to $31,530. There- 
fore, this will then decrease the com- 
pany’s net income to $6,695 from $7,112, 
representing a 2.21 per cent return on 
a rate base of $302,756. 

The old net rates and the new net 
rates including EAS to St. Cloud at the 
the Rice exchange are: 

Old New 
$7.00 

6.00 
6.00 
5.50 
5.00 
4.50 


One-party business 

Two-party business ..... 5.00 
Multi-party rural business 5.00 
One-party residence 5.25 
Two-party residence 4.75 
Four-party residence .... 4.25 
Multi-party rural 


residence 4.50 


Also in Minnesota, the commission on 
June 2 approved interim and future au- 
tomatic rates with EAS for the Chisago 
City Telephone Co. 

The company requested an interim 
manual rate for its Center City ex- 
change to provide for operators’ wage 
increases to conform with wages now 
being paid at the company’s Lindstrom 
and Chisago City exchanges. 


Conversions to automatic operation 
have been scheduled by the company 
for its exchanges as follows: Wyoming, 
Sept, 7, 1958; Chisago City, Oct. 19, 
1958; Lindstrom, Dec. 7, 1958; and 


Almelund in mid-1959 when the Center 
City exchange will be discontinued and 
stations not served-by Almelund will 
be connected to Lindstrom. The Stacy 
exchange has already been converted to 
automatic operation. 

After conversion of the company’s 
exchanges, extended area service will 
then be provided between Wyoming and 
Chisago City, Wyoming and Lindstrom, 
Chisago City and Lindstrom, Almelund 
and Lindstrom, and Wyoming and the 
Forest Lake exchange of the North- 
western Bell Telephone Co. 

The Chisago City Telephone Co. 
serves 1,077 local and 1,201 rural sta- 
tions. 

The company’s net operating revenue 
under the interim rates will be raised 
from $83,580 to $88,093 and to $145,543 
under the approved automatic rates. 

Total expenses under the interim 
rates will increase from $86,871 to $92,- 
076 and to $106,998 under the auto- 
matic rates. This represents a change 
upward from deficits of $3,291 (original 
rates) to $3,983 under the interim rates 
and to a net income of $38,545 under 
the rates for automatic service with 
EAS. 

With automatic service, the com- 
pany’s rate base will have increased 
from $163,722 to $831,715, the rate of 
return being 4.64 per cent on this in- 
creased investment. 


The old gross rates and new net rates 
for manual] service at Center City (in- 
cluding Almelund) are as follows: 


Old 
$4.75* 
4.00 


New 
$7.20* 
6.25 


One-party business 
Two-party business 
Multi-party rural 
business 
One-party residence .... 
Two-party residence .... 
Four-party residence ... 
Multi-party rural resi- 
dence, 12 or less per 
EE err 
Multi-party rural resi- 
dence, 13 or more per 


4.85 
3.60* 
2.85 
2.45 


4.00# 
3.50* 
3.00 
2.50 


3.40 


2.90 


*An additional charge of 50c per 
month for common battery service, if 
desired. 

#An additional charge of 25 cents 
per month for a handset instrument, 
subject to 24 month limitation. 


(Please turn to page 36) 
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over 170 


the right tool means a better job 


That’s why Utica offers such a broad range of standard tools— 
hundreds of pliers, wrenches and other hand tools direct from stock. 
And to keep pace, Utica is continually developing special and custom 
tools for the changing needs of industry. If your operation should 
suddenly call for a special plier or wrench, confer with your Utica 
Distributor. Counseling on the use and development of new and special 
tools is a regular part of his business. 

Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N.Y. 


USE OTICRM.. the tools the experts use l 


€x> 
Halimaré of Quality since 1895 <x UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Net automatic rates and approved 
automatic rates with EAS for Center 
City, Almelund, Wyoming and Stacy 
are as follows: 


Present 
Wyoming 


One-party business 


Two-party business 6.2! 
Multi-party rural business......... 6.00 
4.75 


One-party residence 
Two-party residence 
Four-party residence 
Multi-party rural residence 


Winchester, was granted a permanent 
rate increase on June 13 (TELEPHONY, 
Mar. 29, p. 44). 

The Northwestern Indiana Telephone 


Present Approve i** 


Stacy 


Approved 
(2) 
$9.10 
8.00 
6.00 
5.50 
4.25 YE 


$8.60 
70 
6.00 


(1) Center City, Almelund, and Wyoming; (2) 


**Lindstrom rates for automatic service authorized previously are identical to 
those proposed for Center City, Almelund, and Wyoming. 


Eight Companies Seek, 
Get Ind. Commission OK’s 


The Indiana Public Service Commis- 
sion in recent actions granted the fol- 
lowing petitions: 

The Sunman Telephone Co., Inc., was 
authorized to increase rates at its 
Napoleon exchange when the exchange 
is converted to automatic operation. 
The Sunman company was also permit- 
ted to borrow $100,000 at 6 per cent 
payable in 20 years and to issue 60 
shares of common capital stock at $125 
per share. 

The Eastern Indiana Telephone Co., 


at last! « 
MULTIPLE TERMINAL BOX 


for Planned Telephone Systems 


Designed to accept as many as four 
type 44 terminal blocks, Wiremold’s 
new 2644T Multiple Terminal Box 
permits Planned Telephone Systems 
without attaching fittings to office fur- 
niture. Installation is easy—no new 
tricks or special equipment are 
needed. It can be hooked up to any 
overfloor system—and it’s used with 
underfloor systems as well. 

For a trip proof cable system, 2600 
Pancake® is the flattest overfloor duct 
made. It’s strong as a bridge, and easy 
to install with a few simple fittings. 
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Co., Inc., Hebron, was authorized to 
borrow $70,000 at 6 per cent repayable 
in 20 years, and to use the proceeds 
for new equipment. 

The Princeton Telephone Co. was al- 
lowed to issue $175,000 worth of first 
mortgage 5 per cent bonds. 


* 
The Indiana commission also received 
the following petitions: 


The Battleground Telephone Co., Inc., 
asked to increase its rates on conver- 
sion to automatic operation. It also 
requested permission to borrow $65,000 
through the issuance of first mortgage 


low cost 


Wiremold developed the first single 


terminal box for overfloor applica- 
tions, and again is first with the mul- 
tiple terminal box. For full informa- 
tion about these Wiremold develop- 
ments, write: 


ve WeRBeOeD® comeany 


HARTFORD 10, CONNECTICUT 


notes. The Battleground company also 
requested authorization to issue 150 
shares of no par common stock. 

The Perry-Spencer Rural Telephone 
Co-op, Inc., asked approval to incor- 
porate and to purchase the Holland 
Telephone Co., Inc., and the Stendal 
Home Telephone Co. It also asked to 
serve additional territory and to effect 
raics within that territory. 

The Midwest Telephone Corp., Peters- 
burg, requested permission to issue 
$600,000 principal amount 5 per cent 
first mortgage bonds. The bonds are 
to be due May 1, 1978. 

The Bremen Telephone Corp. re- 
quested permission to issue and sell a 
$190,000 principal amount first mort- 
gage note, proceeds to be used for con- 
struction and improvement. 


Telephone Company in N. C. 
Given Interim Rate Raise 

The Morris Telephone Co. of Rox- 
boro, which serves 5,300 subscribers, 
was granted an interim rate increase 
on June 18 by the North Carolina Pub- 
lic Utilities Commission pending final 
rate adjustments to be made at the 
end of the year (TELEPHONY, May 10, 
p. 44). 

The increase will become effective 
July 1 and will continue through Dec. 
31 when commission accountants will 
establish a permanent rate schedule 
after examining the company’s books. 

The company, which also was granted 
permission to discontinue free and dis- 
count toll service between its Yancey- 
ville exchange and Danville, Va., has 
launched an extensive expansion pro- 
gram and recently asked the commis- 
sion for permission to increase its rates. 

It said its current rates have failed 
to yield revenues sufficient to earn a 
reasonable rate of return on its invest- 
ment and asked that its 
creased to permit such 
return. 

The interim rates approved by the 
commission will bring in an estimated 
$40,000 additional annually. The com- 
mission said it agreed that a small 
telephone company with a big expan- 
sion program faces a difficult financial 
problem and agreed also that the com- 
pany does not now earn a fair rate of 
return. It said, however, that it is 
unable to say what return the com- 
pany would realize after the improve- 
ment program is completed. 


rates be in- 
a reasonable 


Stock OK Requested in N. Y. 

The New York Public Service Com- 
mission was scheduled on June 16 to 
hear a petition of General Telephone 
Co. of Upstate New York, Inc., Johns- 
town, for authority to issue 22,000 
shares of no par common stock to 
realize $1,100,000. 
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OK Purchases, Financing 
For 4 Ill. Companies 

The Illinois Commerce Commission 
recently approved the following peti- 
tions: 

A & G Telephone Co., Farina, was 
authorized to purchase the Watson 
Telephone Co. (TELEPHONY, Mar. 30, 
1957, p. 43). Incorporators of the 
A & G company, Mr. and Mrs. Paul 
Allen and Mr. and Mrs. James W. 
Green, plan to convert the Watson ex- 
change to automatic operation. The 
A & G company was also permitted to 
sell $75,000 worth of notes to the 
Stromberg-Carlson Co., a division of 
General Dynamics Corp. The notes are 
payable in 240 consecutive equal 
monthly installments. 

The Prairie Hill Telephone Co., Al- 
tamont, was authorized to purchase 
the Watson & Gilmore Rural Telephone 
Co., Gilmore, the St. James Telephone 
Co., and the St. Peter Telephone Co. 
The Prairie Hill company was also al- 
lowed to issue 1,375 shares of $10 par 
common stock. The money is to be 
used for construction and the acquisi- 
tion of the above three companies. 

The Morrison Telephone Co. was al- 
lowed to issue 3,000 shares of common 
stock at $25 par value (TELEPHONY, 
Apr. 26, p. 96). The stock is to be 


issued as a stock dividend to be dis- 
tributed pro rata to holders of common 
stock on the basis of one for four 
shares outstanding. This will represent 
capitalization of surplus earnings 
amounting to $75,000, which have been 
invested in company property. The 
purpose of the stock issue is to reim- 
burse the company for moneys actually 
expended from income for acquisition 
of property or for construction. 

The Midland Telephore Co. was au- 
thorized to purchase the Dorchester 
Telephone Co. (TELEPEONY, Mar. 29, 
p. 42). 


Deny Rate Increase 
To Utah Independent 

The Midland Telephone Co., Moab, 
on June 12 was denied a rate increase 
by the Utah Public Service Commission 
(TELEPHONY, Mar. 22, p. 42). 

The commission fixed the company’s 
rate base at $633,643. On this base, the 
commission said the company’s net in- 
come for 1957 was $52,319, represent- 
ing a rate of return of 8.26 per cent. 

The company brought out the fact 
that approximately 20 per cent of its 
stations are in temporary housing, such 
as house trailers—which indicates a 
potentially volatile type of subscriber- 


“Under the circumstances,” the com- 
mission maintained, “it would be im- 
proper to allow higher rates for serv- 
ices today to offset a possible loss of 
revenue at an uncertain time in the 
future which may or may not mate- 
rialize.” 


The company’s toll revenues have in- 
{creased from $47,909 in 1952 to $275,- 
,026 in 1957. Its exchange revenues in- 
creased from $28,601 to $85,347 in the 
same period, the commission found. 


Cal. Company Asks Stock OK 


California Water & Telephone Co., 
Monrovia, has asked the California 
Public Utilities Commission for author- 
ity to issue and sell 200,000 shares (5 
million dollars) of $1.25 dividend con- 
vertible preferred stock of $25 par, it 
was reported on June 15. A syndicate 
led by Blyth & Co. will purchase the 
issue at $23.25 a share, the application 
stated in a request for exemption from 
competitive bidding. 


It. Company Buys Exchange 


On June 10 the McDonough (lIIl.) 
Telephone Cooperative purchased the 
Colusa Telephone Exchange, according 
to Evan H. Paul, Colusa Exchange 
manager. 





THE GLADWIN BOOTHETTE IS OUTSTANDING 


in Proven performance internationally—from Vancouver to Cuba, from California to Maine. Phone 
or write for THE FACTS to learn why no other small outdoor coin telephone booth is used so exten- 
sively. Get REVENUE RESULTS, 8 page INSTALLATION INSTRUCTIONS, 10 page HOW TO 
LOCATE MORE REVENUE and LIST OF CITIES WHERE BOOTHETTES INSTALLED. 


Suburban Trolley Stop 


Super Market 


Boulevard Drive-up 


YOU ARE RESPONSIBLE TODAY FOR TOMORROW'S REVENUE! 
Available from Your Supplier—Dealer or direct 


GLADWIN PLASTICS, INC. 


165 COURTLAND ST., N.E. 
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ATLANTA 3, GA. 


JAckson 5-5384 





Telephony is go 


LENKURT “building-block” system 
plans for your growth 
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channels. Then, as traffic increases, it can be 


, mene: companies are installing micro- 
expanded economically at will by the addition of 


wave to obtain additional toll circuits for 


several good reasons. Among them: (1) It is 
quick, easy and economical—(2) requires no 
right-of-way—(3) solves tough terrain problems 


more channelizing equipment or by paralleling 
transmitter-receiver assemblies. 


All plug-in units of Type 74A Microtel are simi- 


—(4) is simple to maintain —and (5) highly reli- 


gg lar-to those in the famous “universal” Lenkurt 
able — more weatherproof than other facilities. 


45-class equipment. This greatly simplifies 
And experienced telephone people are choosing maintenance. 
Lenkurt Microtel! That’s because it’s the most 
advanced microwave equipment on the market 
and the most flexible in design to meet future 
growth requirements. Consider the rate of toll 


growth and you'll see how important this is! 


Start small, if you wish, with as few as 4 to 12 
channels. Later on you can add 12- or 24-channel 
groups on a stackable basis. A single Microtel 
terminal can accommodate up to 240 channels; 
and with r-f circulators, as many as four systems 
can use the original antenna and antenna trans- 
mission line! For complete information, send the 
coupon or call your nearest Automatic Electric 
representative. 


Simple plug-in units 


With flexible Lenkurt 45BX Carrier, a system can 
be installed initially with only a few carrier 


Automatic Electric Sales Corporation 
Northlake, Illinois (Azt.: T. B. Collins) 


New 6,000 mc. smnicrotel Type 74A 


Please send booklet describing new Lenkurt Microtel 


System. 


NAME 


Designed to save space (2 systems can be mounted on a single 
rack) and use less power (only 360 watts per system), new 
Lenkurt Microtel Type 74A provides high-quality, broad-band 
microwave transmission facilities in the 6,000 mc. region. Microtel 
is equally satisfactory whether the need is for only a few circuits 
or for a high-density network with 720 voice channels (three oper- 
ating r-f channels with one stand-by on a common antenna). As 
many as 960 voice channels can be supplied on 4 operating r-f 
channels. It is available from Automatic Electric as a complete 
package — engineered, furnished and installed — on one order. 


COMPANY 
ADDRESS . 


CITY ZONE STATE 


In Canada: Automatic Electric Sales (Canada) Ltd., 
185 Bartley Drive, Toronto 16, Ontario. 
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of Type 74A Microtel equip- 
4 . diversity ¥ -stand . 


AUTOMATIC ELECTRIC 


Subsidiary of GENERAL TELEPHONE 





dependable ... versatile... 


Mobile Power Unit 


Warning Light 


* Generator (slow speed for 
quietness) 2500 Watt, 110- 
Volt DC 

© Pump—2800 GPH Diaphragm 
to remove seepage and drain 
back 

¢ Air Compressor—to put ca- 
bles under pressure for cut- 
overs or repairs 
Furnished with or without 
pump and compressor 


© 300-Watt floodlight illuminates 
working area 


® operates soldering pot and iron, 
electric and air tools 

@ electric blower to ventilate man- 
hole 

® supplies dry air for cable cut- 
overs, flash testing, etc. 

@diaphragm pump can be oper- 
ated from manhole by push but- 
ton control 

®@ buzzer signal for summoning 
helper 

® light, easy to handle 


G MANUFACTURING CORPORATION 


_ Box 13098 





New Orleans 10, La. °¢ 


JAckson 5-3142 





MINIATURIZED 


CARRIER TELEPHONE SYSTEMS 
FOR RADIO AND 4-WIRE CABLE 


FOUR OR 24 CHANNELS 


Two miniaturized voice-muitiplex systems providing 


four or 24 voice channels over radio or 4-wire cable 
are available. They have many advantages over earlier 
designs: high performance, small size, light weight, low 
cost, circuit simplicity, low power requirements, small 
number of tubes of a single type only, low operating 
cost, low maintenance and high reliability. 

These systems provide a voice-channel flat within 1 db 
from 300 to 3500 cycles, for each 4 kc of bandwidth 
occupied. Each channel is equipped with hybrid, signal- 


| New York Commission Grants 


Sale and REA Loan 


The New York Public Service Com- 
mission on June 20 authorized Pratts- 
burg Telephone Co., Inc., to acquire the 
system of The Caywood, Lodi & Valois 
Telephone Co., Lodi (TELEPHONY, Feb. 
8, p. 28). The company was also au- 
thorized to purchase from Trumans- 
burg Home Telephone Co. a switching 
line it now operates in territory served 
by the Caywood company. 

The Prattsburg company was also 
authorized to borrow up to $619,057 
from the Rural Electrification Adminis- 
tration (REA) with which to finance 
a plant modernization program. The 
authorization was by a four-to-one vote 
with Commissioners Benjamin F. Fein- 
berg, Spencer B. Eddy, Francis T. 
Mylott and Aaron L. Jacoby approv- 
ing and Commissioner Richard H. 
Balch dissenting. 

Prattsburg now serves 1,095 sub- 
scribers. The Caywood company serves 
about 246 subscribers. 

At a public hearing on the matter, 
officials of Prattsburg Telephone said 
that after the new properties are ac- 
quired they will be converted to auto- 
matic operation. The company’s mod- 
ernization program also calls for the 
complete conversion of its Prattsburg 
exchange to dial service. 

In its original application, Pratts- 
burg sought permission to borrow $723,- 
000 from REA. The commission de- 
termined, however, that only $619,057 
is required. 


Southwestern Bell Receives 
Rate Increase in Texas 

The Laredo, Tex. City Council has 
approved a request by the Southwest- 
ern Bell Telephone Co. for rate in- 
creases, it was reported on June 4. 

Rates approved by the council are 
lower than those asked by the company. 
The rate changes are as follows: 


ling, and dialling circuits for all the standard 2-wire and 
4-wire loop options. Old New 

The basic unit provides an order-wire and 4 carrier- One-party business ....$10.00 $11.50 
derived channels. These units can be stacked in groups One-party residence ... 4.50 5.40 
of 2, 3, 4 or 5 by means of a group modem to provide Two-party residence ... 4.00 4.25 
9, 14, 19 or 24 channels. Full flexibility is provided for 
dropping and inserting channel groups at repeater and 
terminal points. Moderate lengths of 4-wire cable or 
open-wire line may be inserted between the multiplex 
equipment and the radio terminals. 


The company had asked $12 for one- 
party business and $5.60 for one-party 
residence service. 

Unchanged is the $3.50 rate for four- 
party residence service which is being 


24-channe! carrier-telephone terminal complete with hybrids, eliminated as soon as possible. 


ringing and dialling circuits, and test facilities. Dimensions are 
58”’ high, 16’’ wide and 8’ deep. Power input 250 watts. Weight 
326 Ibs. 


RADIO ENGINEERING 


1080 UNIVERSITY ST., 


TELEPHONE 
UNiversity 6-6887 


Rate Boost Denied in Ga. 


The Georgia Public Service Commis- 

| sion recently denied the rate request of 
the South Georgia Telephone Co., Syl- 

| vania. The commission’s decision stated, 
| “It is ordered further that until such 
| time as South Georgia Telephone Co. 
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PRODUCTS 


MONTREAL 3, CANADA 
CABLES 
RADENPRO, MONTREAL 





submits an acceptable depreciation 
study to support individual detailed 
rates, depreciation shall not be accrued 
by the company in excess of a 4 per 
cent composite rate applied to depre- 
ciable plant in service.” 


N.C. Company Asks Raise 
To Cover Expansion Loans 

The Pinebluff Telephone Co. on June 
19 petitioned the North Carolina Utili- 
ties Commission for permission to in- 
crease rates. 

In its petition, the company said that 
an expansion program now under way 
is costing more than was expected and 
that the company would need more 
than the $161,000 it already has bor- 
rowed to complete the program. The 
increased rates, it added, would be 
used as the basis for further loans. 

The proposed new rates range from 
$9.00 for one-party business service 
and $5.50 for one-party residence to 
$6.50 for multi-party business and $4.50 
for residence multi-party service. 


IN THE NATION'S CAPITAL 


Continued from page 19 
can be stacked up against the corre- 
sponding obligation of the regulated 
utility company. 

As you all know, the utility com- 
pany must serve without discrimina- 
tion every one who desires service and 
is willing to pay for it. The utility 
company may not change its level of 
rates for such service without first 
obtaining permission from a specialized 
regulatory board, usually the state pub- 
lic service commission. 

From such elementary discussions the 
company publication can proceed to the 
principles which underline every rate 
case. The fact that rates must yield 
a sufficient return, over and above op- 
erating expenses, can be expressed as 
a hypothetical problem. 

Take a round-figure rate base of one 
million dollars as the value of a com- 
pany’s property devoted to public serv- 
ice; multiply that rate base by a 7 per 
cent return or whatever the company 
contends should be allowed; add a hy- 
pothetical round figure for operating 
expenses, broken down into payroll, 
taxes, depreciation, etc.; and then ask 
the reader to work out for himself 
how much revenue the rates must yield 
in order to cover the required amount. 
This can be made a sort of puzzle 
game. 

But, of course, it is more effective 
if it is tied in (as a follow-up story 
perhaps) with the over-all statistics 
of the company’s actual operation. A 
story on this would show how much 
present rates provide and how much 
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Use this fast portable trencher 
for cable, pipe, tubing, conduit 


POW-R-SPADE narrow 
trenches cost 1c to 5c 
per foot including labor. 


Saves 80° -90°%. cost and 
time compared to sub- 
contract or hand digging. 


Ready to go on the job, 
at once — no costly wait- 
ing around. 


Can pay for itself in 
one day’s operation. 


POW-R-SPADE digs a neat 3” 
wide trench. Dirt is delivered 
well pulverized on each side of 
trench — no lumps or clods. 
Easy to back fill. 


‘R-SPADE 


MADE BY STAMPINGS, INC. 
Davenport, la. 


W: ADMIT that these are strong statements. 
And yet, POW-R-SPADE users confirm 
them again and again. For here is a ma- 
chine that is ideal for trenching 3” wide to 
24” deep, where larger machines are costly 
and impractical; where hand labor is slow 
and expensive. No heavy wheel marks or 
unnecessarily wide trench to scar lawns. 
Digs right up to foundation of building. 
Goes 11% to 17 feet per minute, depending 
vevtlne P . upon soil conditions. 

Portable from job to job. A rugged machine. Easy to set and to 
Easily handled by one man. operate. Oil-sealed bearings. Powered by a 
mg well-known engine. Minimum maintenance. 
Shipped completely assembled, ready to go 
to work for you. Additional interesting de- 
tails and information immediately yours 

upon return of the coupon. 


Stampings, Inc., 1017 Mound St., Davenport, lowa 
Please send literature on POW-R-SPADE to: 


Name___ 


Company 


APPROVED and recommended by 
hundreds of users in every area of 
the United States. 


Get more facts about the earn-, | cr 
ing power of POW-R-SPADE.f | ~"Y 
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Communication’s 


Most Versatile 
Tower. . . the 
STAINLESS 


“S C ge (Self-Supporting) 


@ Clean, economical, 
dependable structure 


@ Serves many purposes 


@ Space-saving uniform 
cross-section 


@ Easy to erect 


@ “Natural ladder’’ con- 
struction affords easy 
maintenance 


Quick, expeditious handling of com- 
munications is assured year-’round by 
this clean, economical and depend- 
able self-supporting structure. 

The SC Tower is sturdy, and being 
free of guy cables is particularly 
adaptable where land space is at a 


actual operating expenses require— 
broken down into payroll and other 
items. 


Multiplying the company’s actual 
rate base figures by the return per- 
centage would yield the over-all reve- 
nue requirements. By subtracting 
the present, rate-level yield from the 
total revenue requirements, the 
remainder is the amount of the rate 
increase. Simplicity is the keynote here. 
There is nothing really difficult or in- 
volved about the bare mathematics of 
a rate base, if unnecessary detail or 
controversial items are avoided or cur- 
tailed. 


Effects on Employes 


Presenting the story of the basic 
justification for a company’s rate case 
in this manner serves two purposes. 
First, it educates the employe to the 
need for the rate increase. It makes 
him a potential ambassador of good 
will in explaining that need to his 
friends and acquaintances whenever the 
subject arises in conversation. 

Secondly, it enlists his active support 
and sympathy for the company’s ob- 
jectives because it tends to identify the 
employe’s self-interest with the 
pany’s interest in obtaining sufficient 
revenues to make the enterprise suc- 
cessful. The employe readers of any 
company publication know that they 
have a community of interest with the 
company’s welfare. So, it should not 
be difficult to stimulate their interest in 
their company as a successful enter- 


com- 


prise. Certainly, nobody wants to be 
associated with an unsuccessful enter- 
prise. 

Stories like this can go a long way 
toward rooting out wrong ideas which 
stubbornly persist among company em- 
ployes. You know the old grapevine 
fallacies about the company making 
25 per cent, or some such fantastic 
profits, or that the profits equal the 
payroll or the taxes, instead of being 
only a small fraction of either. 

A 6 per cent return, for example, is 
surely not an excessive profit these 
days. It is something an employe can 
understand in terms of his own affairs. 
He may be paying that much on a house 
mortgage. And if he is paying for an 
automobile on the instalment plan, he 
is probably paying a great deal more 
by way of interest on his unpaid bal- 
ance. So, the rate case gives the com- 
pany editor a real opportunity to brush 
away a lot of cobwebs and set things 
straight once and for all in a good 
many employes’ minds. 

Finally, there is the question of the 
actual trial of a rate case and how a 
company publication should treat it in 
its coverage. As far as a blow-by-blow 
description of testimony, especially ex- 
pert testimony, there is a risk of losing 
reader interest. Let us face it, the 
mechanics of a rate case are not ex- 
citing. After the objectives and justi- 
fication of a company’s rate case have 
been set forth, it seems to me the safest 
course for a company editor to follow 
is to play it straight and keep it short 
and simple. 


In order to stimulate the company’s 1958 sales of color telephones, the Northern 
Ohio Telephone Co., Bellevue, arranged for telephone exhibits in the windows of 
local business establishments. The above display was placed in a window of the 
People’s Bank at Oberlin, O. The exposition, labeled the “Evolution of the 
Telephone” exhibited old instruments at one end, cables of various types in the 
center, and color telephones at the opposite end. At the beginning of 1958, the 
Northern Ohio company established a quota of color telephones for each of its 
exchanges and a total of 2,400 for the system. In the first five months of 1958, 
Northern’s employes sold 1,422 color sets or 59 per cent of the 1958 quota. Two 
of the company’s inspectors sold 116 sets during this period and two cashiers 
sold 85 more color telephones. All inspectors carry a color telephone in a plastic 
case when they call at a home or business. 
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Arguments of rate case protestants 
might be summarized by way of objec- 
tive coverage. But the temptation to 
editorialize at this stage of the rate 
case might well be resisted until there 
is a final decision. I am speaking now 
of a contested case in which a trial 
and decision are necessary. Some rate 
cases are not contested, but they are 
becoming all too rare these days. 


When the rate case has been tried 
and decided, the company editor some- 
times has a problem of what to do 
about the result. In a typical situation 
the company may get only one-half or 
three-fourths of what it asked—in the 
way of an increase. Should the editor 
hail the result as satisfactory, or de- 
plore the ungranted relief? 


Most editors will naturally take their 
cue from the reaction of management 
in this situation. But it is important 
to impress upon employes how man- 
agement feels about the result, so that 
the employes, in turn, can project the 
company’s position. The same thing 
goes for stories about court appeal, if 
any. 


Financial Publicity 

Now for the findncial story. I find 
I have talked so much about the rate 
case that there is not too much time 
left for covering publicity about finan- 
cial operations as such. I do not justify 
this by any slighting of the importance 
of the financial operations. On the 
contrary, I think, as I said earlier, 
both financing and rates are equally 
important and both are as_ essential 
to the well-being of a company as your 
right eye compared with your left eye. 


But I think you will agree that much 
of what I have said about rate case 
publicity can be also applied to the 
financial operation. That goes for tim- 
ing, advance preparation, taking the 
employes into the confidence of the 
company, and explaining why financial 
operations are necessary. In addition, 
there are just a few specialized finan- 
cial aspects which I will endeavor to 
cover briefly. 

What I have missed most in financial 
stories in company publications I have 
checked over—and I have checked over 
a good many in the utility field—are 
the stories themselves. Those in charge 
of some company publications just do 
not seem to think that company financ- 
ing is within their editorial range at 
all. Maybe there is a managerial rea- 


son for this. But offhand I would be | 


inclined to say that any company which 
overlooks the magnificent opportunity 


which a financial operation presents, | 


to explain the economics of its corpo- 


rate structure to the employes, is miss- | 
ing a mighty good thing, and a very | 


important thing. 
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No duplication of facilities! The Kellogg Volunteer-Fire-Call System 
is as dependable as your present phone system because it uses existing 
lines and phones. No special servicing—no failure because of long 
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Works with any type of equipment. 
Automatically rings up to 10 firemen from originating call. 
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® Provides emergency warning tone on busy lines. 
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® Proved reliable through years of continuous service. 


® Easy universal wall mounting. Compact size 40” x 18” x 1014”. 


Phone your nearby Kellogg representative for complete information. 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 
A Division of International Telephone and Telegraph Corporation 
6650 S. Cicero Ave., Chicago 38, Ill. 

Phone: POrtsmouth 7-6900 





Take, for example, the mere descrip- 
tion of a company’s securities. How 
many employes in a typical company 
are able to define, in reasonably accu- 
rate terms, the difference between a 
share of common stock and a share of 
preferred stock and a mortgage bond 
or a debenture bond? 

If you have not already tried that 
out on your own rank and file, just 
take a sample some time and see what 
happens! I warn you in advance you 
had better be prepared to have your 
hair curled at the amount of misin- 
formation, or the lack of understand- 
ing, which exists in this area. 

I know of an actual case, in which, 
several years ago, the management of 
a very large telephone company tried 
that very test on its employes and the 
results were so disturbing that it tried 
the same test on some of the company’s 
junior officers. The results there were 
even more disturbing. This company 
did something about that fast! 


Eliminating Confusion 

One other important point about the 
financial story is that it creates an 
opportunity for clearing up confusion 
in the employes’ minds about the dif- 
ference between management and the 
owners of the property and the credi- 
tors of the company. 


COMPARE BEFORE 


Be sure... SPECIFY 


Ps. Hi 
PENTA 
POLES 


These are three distinct groups. But 
there is a tendency among employes to 
mix them all up together. If you do 
not think so, just ask the first 20 or 
so employes leaving the downtown of- 
fice building of any utility company. 
Ask them who owns the company. Some 
of them will name the president of the 
company. Some of them will recite the 
list of officers. Some of them may be 
honest enough to say that they just 
do not know. 


It is quite likely that only a few will 
correctly identify the actual owners of 
the company with the common share- 
holders. 


So when you have a financial opera- 
tion, here is a chance to explain not 
only what a bond is, but the fact that 
the bondholder is simply a creditor of 
the company just like any other credi- 
tor, from whom the company has bor- 
rowed some money which it has to pay 
back some time, along with periodical 
interest in the meantime. 

Employes understand that, because 
that is the way their own house mort- 
gages work. It can be explained how 
the bondholder has no right or control 
over the operations or policies of the 
company, and no interest in it other 
than the repayment of his loan with 
interest at the maturity date. 


YOU CONSTRUCT! 
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Likewise it can be explained how the 
shareholders are people who invest in 
the actual ownership of the company, 
who take the risk, and whose majority 
decisions are binding on management. 

Finally, it can be explained how the 
management, from the president on 
down, is simply the hired help (or the 
expert crew, if you prefer a more com- 
plimentary description) whom the 
shareholders have engaged to operate 
the corporation’s business successfully 
and profitably. 

I must confess that I have never 
seen a statement about this simple dis- 
tinction between a company’s creditors, 
a company’s management, and a com- 
pany’s owners worked out in any 
financial background story in a com- 
pany publication. Yet, how important 
it is in the relationship between man- 
agement and employes! 

How important it is to have the 
employes understand who the real 
owners are, and that there are limits 
to what management can do for the 
employes in the exercise of manage- 
ment’s stewardship on behalf of the 
shareholders. 

It goes without saying, of course, 
that the financial story creates the 
obvious opportunity for a discussion of 
the company’s corporate structure and 
its assets and its outstanding securities 
of various classes. Where a new bond 
issue or new stock issue is being floated 
to build a new plant or enlarge an 
old one, any editor will naturally write 
about plant growth and the promise of 
future business (or see that somebody 
writes it) if he is going to have a 
financial story at all. Where the com- 
pany is a large one, such a story might 
well give the facts as to the number 
of stockholders, where they live, how 
many are men, and how many are 
women. All this makes interesting per- 
sonality copy. 

And where the policy of management 
is to encourage employe investment, it 
is almost an editor’s duty, in such fi- 
nancial stories, to present an analysis 
of how rewarding such investment has 
been to security holders in the past, 
how much they cost, how they can be 
obtained, and what the outlook is for 
the future. 

Going back to the basic question 
asked of me in this talk—what are we 
missing in our financial and rate case 
stories—I would summarize briefly on 
the basis of what I have actually seen 
in company publications; first, I think 
such stories often do not start early 
enough to accomplish the important 
function of preparing the employe’s 
opinion and enlisting his sympathy in 
advance of the company’s formal an- 
nouncements. 

I would say that more 
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Secondly, 





coverage in the form of a number of 
short and simple stories is preferable 
to one or two long stories which may 
be missed entirely. It is to the com- 
pany’s advantage to keep the employe 


familiar with what is going on and | 


why, even at the expense of repetition. 
Final!y, I would say that every rate 
or financial story presents an oppor- 


tunity, so often overlooked in company | 
publications, to educate the employe on | 
what makes the economic wheels go 


’round in the company’s operation, and 
to identify such events with his own 
self-interest in the company as a suc- 
cessful enterprise. 


Nationwide Dial System 
Set for Australia Soon 


Australia will soon have an all- 
number dial telephone system it was 
reported on June 2. The all-number 
7-digit system, according to the Post- 
master General’s Department, is being 
introduced to pave the way for a fully- 
automatic national dialing system. 

Cronulla, a suburb of Sydney, is 
already using the new system. Bris- 
bane and Perth will receive new all- 
number directories in August. 

The Australian numbering system 
will consist of a 3-digit prefix and a 
4-digit subscriber’s number. It was 
stated there are not enough combina- 
tions of the 2-letter prefix system to 
allocate to urgently needed new ex- 
changes, so the 3-digit prefix will be 
used in Melbourne and Sydney almost 
immediately. 


Kellogg Names Regional 
Sales, Engineering Heads 


J. O. Smith has been named division 
sales manager of the western region 
of Kellogg Switchboard & Supply Co., 
a division of International Telephone 
& Telegraph Corp. His headquarters 
are at Burlingame, Cal. 

Mr. Smith’s appointment was an- 
nounced recently by George T. Scharf- 
fenberger, Kellogg’s president. 

In his new position, Mr. Smith 
directs all sales activities of the com- 
pany in the eight states of the western 
region which includes California, Ore- 
gon, Washington, Montana, Idaho, 
Utah, Nevada, and Arizona, plus 
Alaska, Hawaii, and British Columbia 

This region is one of six recently 
established under Kellogg’s decentral- 
ization program. 

Mr. Smith joined Kellogg six years 
ago. He previously had been employed 
as a salesman at Spencer Chemical 
Co., Dallas, Tex. 

A native of Baytown, Tex., he at- 
tended Lee Junior College there before 
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It’s a pleasure to use good tools 
—pliers that grip tight . . . that 
cut through tough wire easily ... 
that reach confined spaces. 

Linemen and electricians 
know that they can rely on their 
Kleins—side cutters, long nose, 
oblique cutters—famous for 
quality for a century. 

There is a Klein Plier exactly 
suited to every electrical need— 
carried in stock by better elec- 
trical suppliers everywhere. 


100 years of service to 
linemen, electricians 
and industry is back 
of this new Pocket 
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A copy will be sent 
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going to Sam Houston State College 
in Huntsville, Tex. He served in the 
Army from 1948 to 1951. 

In other appointments, Hal A. Skut- 
ley was named north central regional 
engineer of the Kellogg company. 

In his new position, Mr. Skutley is 
responsible for engineering coordina- 
tion between field projects and manu- 
facturing in the nine states of the 
north central region which includes 
Illinois, Indiana, Michigan, Minnesota, 
Montana, North Dakota, South Dakota, 
Wisconsin, and Wyoming. 

The regional engineer has been em- 
ployed by Kellogg since June, 1950. He 
formerly managed three exchanges of 
the Southeastern Telephone Co., Talla- 
hassee, Fla. 

A veteran of five years service with 
the U. S. Army during World War II, 
Mr. Skutley became inside plant man- 
ager of the Signal Corps facility at 
Fort Benning, Ga. 

He began his career as an electrical 
inspector for Western Electric Co. in 
Chicago. 


R. B. Wiseman Joins 
Henkels & McCoy 

R. B. Wiseman will join Henkels & 
McCoy as of July 1 as manager of sys- 
tems engineering and equipment instal- 
lation, according to an announcement 
by Paul M. Henkels, communications 
division manager. 


R. B. WISEMAN 


Mr. Wiseman will direct all activities 
pertaining to engineering and installa- 
tion of communications equipment and 
will make his headquarters at the com- 
pany’s Elkhart, Ind., office. 

Mr. Wiseman has been associated 
with the North Electric Co. for 30 
years. During this time, he worked on 
switchboard production, as equipment 
installer, equipment engineer, and sales 
manager. 


For the last five years, he served as 
manager of North’s telephone division. 
In this capacity, he directed all sales, 
engineering, installation, and 
activities. 


service 


F. Thomas Winder To Sell 
Holan Trucks, Equipment 

F. Thomas Winder is presently sell- 
ing Holan truck bodies and associated 
power equipment in Texas and Okla- 
homa. 


F. THOMAS WINDER 


Mr. Winder joined Holan Corp. of 
Georgia after serving as sales manager 
for Artificers, Inc. Prior to that, he 
was a sales representative for McCabe- 
Powers Auto Body Co. and managed a 
wholesale store. 

He is a graduate of the University 
of Toledo, 1951. 


Exide Adds Regional 
Stations, Names Supervisor 

Exide Industrial Division of The 
Electric Storage Battery Co., Philadel- 
phia, has announced a planned expan- 
sion of its system of regional service 
stations and warehouses, as part of an 
over-all program to provide customers 
with improved service on industrial 
battery products. 

The new post of supervisor of service 
stations and warehouses has_ been 
created in the division’s service engi- 
neering department for the purpose of 
spearheading the national program. 
Charles L. Eberhardt Jr., former man- 
ager of Exide’s Boston depot, has been 
appointed to the post. 

Conversion of former manufacturing 
depots in Boston and Detroit for use 
as industrial battery service stations 
was a first move in the program. 

Plans call for the addition of service 
station facilities in other key-cities, to 
provide more immediate service and to 
inventory larger stocks of batteries, 
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battery elements and related equipment 
parts at the regional level. 

Exide has operated regional ware- 
house-service stations in Los Angeles 
and New York for a number of years. 


Cc. L. EBERHARDT JR. 


The stations also will stock and serv- 
ice battery charging equipment. Charg- 
ers for Exide distribution are made by 
the Electric Products Co. under a re- 
cently announced agreement. 

The recently converted Boston serv- 
ice station and warehouse is at 100 
Ashford St. The nearly completed De- 
troit service unit is at 8051 W. Chicago 
Blvd. 

Mr. Eberhardt, the new supervisor of 
service stations and warehouses, has 
been with The Electric Storage Battery 
Co. for more than 30 years. He started 
in 1928 as an order clerk in the pro- 
duction department of the old 19th St. 
and Allegheny Ave. plant, in Phila- 
delphia. By 1956, he was assistant 
supervisor of battery manufacturing 
schedules at the new Philadelphia plant. 

In 1956, he transferred to the Boston 
depot as assistant to the manager. He 
became manager there in 1957, direct- 
ing conversion of the depot to a service- 
station warehouse. 

While working with the company in 
Philadelphia, Mr. Eberhardt studied 
electrical engineering at the evening 
school of Drexel Institute of Tech- 
nology. He was born in Wilmington, 
Del., and had his preparatory school 
training at Port Deposit, Md. 


G. L. Ferguson Retires 
From Automatic Electric 

George L. Ferguson is scheduled to 
retire on June 30 from his position as 
manager of supply sales operations 
with Automatic Electric Sales Corp. at 
Northlake, Ill., after more than 28 
years with the Automatic Electric or- 
ganization. 


G. L. FERGUSON 

Prior to his service with the manu- 
facturing subsidiary of General Tele- 
phone Corp., he worked for several dif- 
ferent manufacturing organizations 
and served overseas in World War I 
with the 306th Field Signal Battalion. 


Million served through REA 

Loans approved by the Rural Electri- 
fication Administration through June 
16 have made it possible for its tele- 
phone borrowers to provide service to 
more than one million subscribers, the 
U. S. Department of Agriculture an- 
nounced on June 20. 
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Appleton, Wisconsin 


TELEPHONY 





®Q 


Say mister, is this pole gonna 
aw \ be here from now on? 


XA 
\ 


\ 
~& 


Maybe not from now on, but it will last for years and 
years. That is unless it's struck by lightning or some- 
thing. This is a T-C pressure treated pole. T-C's pressure 
treatment makes ‘em last. Our company uses T-C poles all 


the time. We found they last . . . almost from now on. 


Distributed by 


AUTOMATIC ELECTRIC SALES CORP. 
AND LEICH SALES CORP. 


TAYLOR-COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 


Check these books on 


APPLIED ELECTRICAL MEASUREMENTS GORMAN-RUPP DEWATERING PUMPS 


By Isaac Fern Kinnard, General Electric Company. Covers 


the basic principles behind commonly employed electrical equipped with muffler 
measurement devices. To provide a logical arrangement for 

P . ag and hand throttle 
treating the variety of measurements found in today’s rap- 
idly expanding electrical industry, the book is divided ac- 
cording to the familiar branches of physics. Electricity, 


light, heat, sound, statics and kinetics, liquids and gases, 


for quiet zones 


and time are treated. In each, the systems of measurement 
are preceded by an analysis of the physical nature of the 
quantities measured. 1956. 600 pages. $15.00 


LINEAR TRANSIENT ANALYSIS 


Volume Il 


By Ernst Weber. Polytechnic Institute of Brooklyn. De- 
voted to transient phenomena in passive and active two- 
terminal-pair networks, in filters, and in transmission lines. 
Although mathematical in nature, the treatment continually 
stresses the physical background and the physical interpre- 
tation of a solution. New solutions are given as well as 
organized presentation of topics never before explored in 
books. Fourier and Laplace transforms are reviewed, and 
a good deal of emphasis is given to lossless and distor- 
tionless transmission lines. 1956. 452 pages. $10.50. 


For Sale By: 
TELEPHONY PUBLISHING CORP. THE GORMAN-RUPP COMPANY 


608 South Dearborn Street, Chicago 5, Illinois Mansfield, Ohio 


JUNE 28, 1958 





Carrier Theory 
and 
Operation 


NOW a Complete program 
to Train Telephone Technicians! 
For Individuals or 


Company Classes 
BY HOME STUDY OR IN RESIDENCE PROGRAM 


UNIQUE Training Plan developed in collabo- 
ration with major American telephone com- 
panies cnd telephone equipment manufac- 
turers who recognized the need for such a 
training program for many years. TTI 
complete training from basic electricity and 
radio theory through advanced telephone 
carrier techniques. 


PERFECTED IN USE 


The TT! program has been tested and perfected 
by telephone men .. . used by communica- 
tions companies to train plant engineers and 
installation technicians many had no 
previous electronic experience. TT! training 
fully qualified them to install, operate and 
maintain telephone equipment. 


QUICK, EASY, ECONOMICAL 
Write for complete information, TODAY! 


Telephone Training Institute 


P.O. BOX 1986, PORTLAND I!, OREGON 


A complete telephone directory 
publishing service 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 
OFFICES: EVERETT, WASHINGTON - KILGORE, TEXAS 
COOS BAY, OREGON - BEAVERTON, OREGON 


50 


Northern white cedar 


Western red cedar 
Best for durability... poles from 


National Pole 


National Pole and Treating 
Division, Minnesota and 
Ontario Paper Company 

Investors Building— Minneapolis 2, 
Minn. .— Offices : 4 
cago... . Plants an 
Yards: Minasapolis ... Hill- 
yard, Wash. 


ATLANTIC 


Creosoting Co., Inc., 17 Battery PI., N. ¥. C. 


PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philade'phia, Pa. 
Savannah, Ga. 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. entrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards. Phelps, Wis. 


Dierks Forests, inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, pressure- 
treated, creosote or penta. Prompt 
shipment. 














Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville. Fla., Norfolk. Va., Eddington. Pa. 





International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 





international Paper Co., Long Bell Di- 
vision, 926 Grand Ave., Kansas City, Mo. 
—Pressure-treated Southern Pine and 
Douglas Fir Poles. Creosote and Penta 
preservatives. 


Montana Pole & Treating Plant—Box 
2004, Butte, Montana. Penta-Pressure 
treated Lodgepole Pine and Western 
Larch Poles. inquiries invited. 


Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Dougias Fir Poles, 
Can also treat with “Penta.” 








INSPECTION SERVICE AT 
TIMBER TREATING PLANTS 


ments. Analyses 
Consulting and specification * 
inspectors stationed throughout U.S.A. 
A.W.WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 





CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEdar 3-4210 





ENGINEERING ASSOCIATES, INC. 


Consulting Engineers 


79 W. PEACHTREE PLACE, N. W. 
ATLANTA, GEORGIA 
TELEPHONE: JAckson 3-5925 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
yy ey Cost Studies 


ant, Trafic and Commercial 


Engineering 
120 S. La Salle St. 
Chicago 3, Ill. 


Tel: FRanklin 2-5924 


TELEPHONY 





al ME VISIBLE FILES No. 
3) 
maximum capacity 8200, Lists 
$204.00—our price $95.00 each. 
Telephone Engineering Co., 


Lincol 
Bldg., Simpson, Pa. 


DS- 
Brand new in original cartons— 
for 
Write 


n 


POLES 


CREOSOTED SOUTHERN YELLOW PINE 
LOW RESIDUE COAL TAR DISTILLATE 


“Truck Delivery Our Specialty” 
THE BAKER 000 PRESERVING COMPANY 


P.O. BOX 3 MARION, OHIO 


BIG SAVINGS!!! 
#10 HEMINGRAY GLASS 

INSULATORS 
Brand New, Export packed. 


per 1080 sees $21 .50 


(lots of 5000 or more $18.75 ths.) 


DOUBLE WALL COTTON 
SLEEVES for Cable =, 

5/32” with | black tracer. Mfd. 
BOXES of 300. Co. BRAND NEW 

o 
BAe ckcces , ..75¢ 
(Lots of 25 Boxes 60c e 50 Bxs. 
prices fo. b. oe 

907-2nd St. 


LORIS SALES eater 
SPECIAL OFFER 


50c ea.) 


P.O. Box 1896-T 


CABLE TERMINALS (new) 


Pole type (weatherproof) W.E. 

F-10, 5!/,' lead stub 8.50 
12' lead stub. . 10.00 

F.16, 5!/2' lead stub... 12.50 
12' lead stub 

F-26, 5!/,' lead stub 

A.E. 60A (similar to above) 

16 pair, lead stub. . 

26 pair, lead stub 


Cook X 26B, lead stub... . 


Cook S-6, protected 
less stub, I! pr....... 


Cook Terra-Terms with 
earth base, 26-76 pr. 


RUG, II pr. underground. $15.00 
Stuffiing boxes for above..  .50 


Cross-connect type W.E. 
BD 102, with lead stub... . $100 
BD 202, with lead stub 
BD 404, with lead stub. 
BD 606, with lead stub 


Interior types, W.E. 


LA 16, protected, complete. 
LA 26, protected, complete. 
LA 51, protected, complete. 
LA 26, fuse chamber 
LB 26, fuse chamber 
LC 16, protected, complete. 
LC 26, protected, ——- 
G-lf, binding post chamb. . 
G-16, binding post chamb.. 
G-26, binding post chamb.. 
G-51, binding post chamb.. 
E-51 (double spaced) 
H-51, 12' lead stub........ 
Cook WXB, 6 pr. less box... 
M16, 51 pr. with stub... . 
Vault, 101 pr. prot... 
NOLO, . 5.2: 


Most Everything for your 
telephone plant in our 
Million Dollar Stock 
at surplus prices 


Price FOB L.A. 
Shipped on approval 
— we pay two-way 
freight if you are not 
entirely satisfied. 


WD-2 FIELD WIRE—Twisted Pair, Each Con- 
ductor contains 3 Copper, 4 Steel Strands 
with Rubber Insulation and Impregnated 
Weatherproof Braid. Put up on Steel 
Reels of 2 Miles Each. Mfg. for the Sig- 


nal Corps — UNUSED — All Fresh Fully 
Guaranteed, — @ $32.50/Mile, DE- 
LIVERED. 


QUANTITY DISCOUNTS! 


TELEPHONES 


NORTH ELECTRIC #5H6 — Desk Handset 
Telephone with Cycle and Straight Line 
Ringers. Dial Blanked for C. B. 

$11.50 Each 


AUTOMATIC ELECTRIC #40—Desk Hand- 
set Monophone with Straight Line or 
Synchromonic Ringers— 
DIAL BLANKED 
Quontity of 50 
Quantity of 100 $10.50 Each 
With A.E. #24 DIAL $13.25 Each 


LEICH #901—Compact Magneto Desk or 
Wall Telephones @ $19.50 Each 
Quantity of 12 $18.50 Each 
Quantity of 24 $17.50 Each 

All Telephones Complete and FULLY RE- 

CONDITIONED with New Cords——-GUAR- 

ANTEED! ! 


ALL NEW SUPPLIES IN STOCK FOR IMME- 
DIATE DELIVERY 


Rural Distribution Cable, Rural ‘‘C’’ Wire, 
Plastic Jacketed Cable including New 
REA Spec. 22——FULLY COLOR-CODED 


ALL SIZES & GAUGES AVAILABLE AT 
LOW PRICES! 
QUANTITY DISCOUNTS! ! 
IMMEDIATE DELIVERIES! ! 


TELE-WIRE SUPPLY CO., INC. 


178-10 LIBERTY AVE., JAMAICA 33, N. Y. 
CALL AXtel 7-4756 


$11.50 Each 
$11.00 Each 
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The Telectric Co. 


1218 VENICE BOULEVARD 


LOS ANGELES 6, CALIFORNIA 


Richmond 8-2249 


ALLEN KANDER 
AND COMPANY 


NEGOTIATORS 


FOR THE PURCHASE, SALE AND FINANCING 
OF INDEPENDENT TELEPHONE COMPANIES 





E. A. BOCK CONSTRUCTION CO., INC. 
Specializing in underground and 
utility plant construction. 


P.0. Box 836 
Meyer & Moeller Rds. 


Tele. E-4388 
Fort Wayne, Indiana 





WASHINGTON 
1625 Eye Street, N.W. 
NAtional 8-1990 

NEW YORK 
60 East 42nd Sireet 
MUrray Hill 7-4242 

CHICAGO 
35 East Wacker Drive 
RAndolph 6-6760 

DENVER 
1700 Broadway 
AComa 2-3623 





ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DESIGN-—SURVEYS—APPRAISALS—Construc- 

tion and Moi of Overhead 


48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. 


Minimum charge $3.00 for 20 words or less. 


Classified advertisements must reach us 8 days beiore publication date. 


POSITION WANTED 
ACCOUNTANT, university graduate 


experienced in all phases of telephone | 


accounting. Interested in position as 
Class “A” Auditor. Write Box No. 4111 
c/o TELEPHONY. 


PLANT “ACCOUNTANT OR 
SISTANT—Aggressive man experi- 


enced in General and Plant Accounting | 
New sub- | 


including Plant Unitization. 
scriber and connecting company repre- 
sentative. Age 28 leven years ex- 
perience. Write Box No. 4109 
TELEPHONY. 


years, 30 years experience all 


types 
automatic dial 


telephone equipment. 


HELP WANTED 





MANAGER FOR TELEPHONE | 
COMPANY—750 subscribers, 750 miles | 
Must know REA telephone | 


of line. 
accounting and commercial accounting. 


Please state age, qualifications, refer- | 
ences and wages expected all in one | 
Address all correspondence to | 


letter. 
Dunn Telephone Mutual Aid Corp., 
Killdeer, N. D. 





MANAGER. Mature manager for a | 
progressive medium-sized telephone | 
company in a rapidly expanding terri- | 
System training | 
qualifica- | 
tions, personal information and wages | 


tory in the far west. 
preferred. Give references, 


expected. 
LEPHONY. 


Reply Box 4107, c/o TE- 


AS- | 


c/o | 
ae af ED K ut phone Co., 
SWITCHMAN, C. O. repairman, 48 


| ers, 
Write Box No. 4110 c/o TELEPHONY. | 





HELP WANTED 





WANTED: Telephone Installers, 
Cable Splicers, Linemen, Central Office | 


Yates Construction Com- 
South 6th St., Paducah, 
Telephone 2-4628. 


Installers. 
any, 1507 
entucky. 


MANAGER: Telephone System, 2000 
stations, located in east central Illinois. 
Must be experienced in all phases of 
telephone operations. Please forward 
résumé of education, experience and 
salary requirements together with pic- 
ture to W. A. Parker, Palestine Tele- 
Palestine, Til. 





CABLE SPLICERS, Station Install- 
Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 1211 Ken- 
more Avenue, Elkhart, Indiana, or 6100 


| N. 20th St., Philadelphia, Pa. 





CABLE SPLICERS 


Well experienced 


NEALE 
CONSTRUCTION CO. 


3100 Topeka 
Topeka, Kansas 


Western Electric Telephone Parts (new) 


G-1 Handles Only Less Caps and Cup 


For No. 500 Series 
Telephones 


U-1 Receiver Capsules 


T-1 Transmitter Capsules 


F-1 Transmitters 


For No. 302 Series 
Telephones 


(made by Roanwell Corp.) 


BIAL Ringers (reconditioned) 


Whatever Your Needs .. . It Pays to Call BUCKEYE 


BUCKEYE TELEPHONE & SUPPLY CO. 


Dept. T, 1250 Kinrear Rd. 


HUdson 8-0655 


Columbus 21, Ohio 





HELP WANTED 
MANAGER for telephone company, 
dial exchange, 2500 stations. Security 
and future for man with adequate 
technical knowledge and ability to or- 
ganize the job, direct men. Please state 
age, qualifications and references in 
first letter. Write Box No. 4112, c/o 
TELEPHONY. 








WANTED TO BUY 
TELEPHONES—all hiomaie con- 
dition; candlesticks, wall sets, etc. 
Write advising quantities available. 
Our truck will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 





GOOD USED 4 OR 5-POSITION 
common battery switchboard 600 CB 
lines, 60 rural and toll lines, frequency 
ringing. Prefer Stromberg super serv- 
ice. Reply box #4108 c/o TELEPHONY. 


MAGNETO OR COMMON BATTERY 
COMPANIES for cash for conversion 
to dial. Present management retained if 
desired. Write giving location, number 
of stations, type of system, approximate 
price and person to contact. Box No. 
4104, c/o TELEPHONY. 


WANTED 


Retired telephones and accessories, 
any quantities and makes. 


BOHNSACK EQUIPMENT CO. 
GERMANTOWN, NEW YORK 


FOR SALE 


WESTERN ELECTRIC NO. 392 
LOUD BELLS. Refinished and tested, 
with condenser—$6.00 each. Telephone 
Equipment, Inc., Montrose, Mich. 





ONE TYPE 32-A-3k PAX Automa- 
tic Electric Telephone Communication 
Apparatus, capacity 50 individual 
lines. Write McGraw-Edison Company, 
Lectro Products Division, Box 4023, 
sla nceonneting Pa. 








300 LINE DIAL CENTRAL OF- 
FICE EQUIPMENT COMPLETE, 
NORTH CX. Nine toll trunks, com- 
posite, terminating on incoming selec- 
tors. Local and toll test board with 
jack-field. Five EAS trunks terminat- 
ing on incoming selectors. 280 ampere 
hour Exide Battery, 16 ampere copper- 
oxide rectifier. Twenty rotary lines, 
thirty-one links and connectors. In 
place, and can be inspected, excellent 
condition, and used only a few years, 
available immediately. Greenwood Tele- 
phone Co., Greenwood, S. C. 


TELEPHONY 








____FOR SE__ PRICES SLASHED FOR THIS 


FOUR CHANNELS OF W. &. Gl 
CARRIER just removed from service. = 
Priced to sell. Illinois Consolidated SPECIAL SALE eo @ 
—e o., Box 560, Mattoon, IIL, 
elephone—Adams 4-9967. BIG SAVINGS! 
* 


DIGGER-HYWAY Model HD with NEW MAGNETO & COMMON BATTERY 
extra bitts. Mounted on 1948 FWD SWITCHBOARDS ... DIALS ... SUPPLIES 


truck, overhauled, new rubber, ready 

to work. Price, FOB Germantown, Magneto mfg. by Kellogg & Stromberg-Carlson 
2,750.00. Line trucks, Installers bodies — —e., ae cond. Ay 3 ge factory er om — ~ 
« ~ > . . —_ —, Hy plete wi prints, Operators anaset, spare parts. apacity ines, 
= Splicers trailers also in equipped with 50 drops and jacks, wired to 1!5 ft. 51 pair cable, 10 
stock, cord circuits with repeating coils and night alarm. Green hardwood 


BOHNSACK EQUIPMENT CO. cabinets. 
Germantown, New York Reg. price $295.00 | SALE PRICE, 
sachdnsaitleltitied : order today only $ 1 995° 


KELLOGG 6-800 COMMON BAT- pronexe, Fe sad 
TERY SWITCHBOARD, associated : ™ 
power equipment and distributing SCOOP... FIRST OFFERING 
frame—600 common battery lines, 80 Brand New WECO 7D-3 DIALS for 
common battery rural lines, 20 com- 500 series telephones, 
mon battery pay station lines, 20 ring each $4. 00 
down lamp signal toll lines, 6 lamp sig- (lots of 50 or more... .$3.50) 
nal dial toll lines. Cook main dis- 
tributing frame, 100 type protectors, 
a my ae Bebe wos) a ry connecting blocks, for installers. North Electric 
Oo yar 100 
BRUNER, NORTHEASTERN TELE- | | w.268 ca. 19¢ more 17¢ 
PHONE CORP., LONDON, KY. 100 or WESTERN ELECTRIC BD-116-8 CORDLESS P 
Connecticut Ee. 12¢ more 10c Western Electric Bd-116-B cordless PBX pw Pe 
JB-11 Galvanized 16 pair Terminal Box, reversible, pie hee os hang | ——, 5 — 12 5 con- 
| w/ . 1 ircuits. Irunks for Giai or manual servi le 
BRAND NEW, A.E.-BATTERY dl WS, eed qoute ee ; ..$4.50 Green cabinets, New and Perfect. ae 
ELIMINATOR, Input 105-125 V. 60 $3 50) Reg. $195.00 
Cy. 525 Watts. Output, 48 volts D.C. (lots of 10 or more ° SALE PRICE 
6 AMP @ $95.00 REPEATING COILS +75A cand 77A 
nies Two mounted on wood base, galvanized housings. m Van ae by Automatic Electric. 
( COOK-XB_ TERMINALS. 16 pair. trend tt eee ll a $A = 50 
Jnprotected. s s. Bran y i 16i. . 
as roc base, toe Csi." $2.00 | New $58.50. Like new. 94-250 


NEW FIELD PHONES, EE-B. (10 or more $1.75) Paros \ wn 24 volt, 
Canvas housing @ $20.00 each. STROWGER AUTO. SWITCHES, CON- | thes New 7” MM by Rev $ESQQSO 
NECTOR INTERCEPTS, TEST DISTR. 
BRAND NEW SUBCYCLES. Model ASSEMBLIES, H CARRIER EQUIPMENT, | HELLER STAPLERS . . . Telephone 
M.7.5—$25.00 each. MANY OTHER BARGAINS AT LOW yg ade New, Heller $4 §00 
Write Independent Telephone Repair | LOW PRICES. 
Co., 2187 West 21st St., Chicago 8, Ill. | Write for complete list. (All items f.o.b. Sacto., Calif.) 


PE RR Lees ponee# | LO RIS SALES Telephone equipment & Supplies, wire and cable. 
P.O. Box 1896-T 907-2nd St., Sacramento, Calif. 

ORDER FROM L. E. S. 
AND PAY ae ; cemnanine 
LINEMEN'S CONSTRUCTION CABLE SPLICERS « LI ALL OF YOUR CENTRAL OFFICE AND 
Send for Bargain Stock List Ne. LT. STATION INSTALLERS CNLANSGMENTE: T's foam ons: AND 


LINE EQUIPMENT SALES STEADY WORK, GOOD PAY | T. E. a 
529 So. Dearborn St., Chicago 5, Ill. MIDWEST LOCATION. * 


The Weikel Line Company, Inc. TELEPHONE ELECTRONICS Ih IASTALLATION Ct CORP. 
FORT WAYNE, IND. CAN WE SE OF Pannen de To tw 


SPECIFY : : - . 


TUDOR AND YAGER, INC. | | | CSUR Grams ota estallrs 
ponte ot Economical Telephone Ringing Telephone Construction Cable Splicers Complete Engi ing 
Engineered for complete satisfaction. 


Manufactured by TIPTON, INDIANA HENKELS & McCOY 


. e lyria, Ohi 6100 North 20th Street Box 270 
TELKOR, INC Elyria, Ohio Phone OSborne 5-2267 6100 North 20% eee ae 


E VE R YTH I N G YATES CONSTRUCTION CO. 


In Telephone Printing Tie Jelegbton Geusiuatten” 


SUTTLE | foe ; Cable Splicers. Te Tologbone lastallers, | Equip- 


EQUIPMENT CORP la tev\ Go eae rast 1 1507 SOUTH SIXTH ST. PADUCAH, KY. 


TELEPHONE 2-4623 
LAWRENCEVILLE, ILL. PHONE: 782 
JUNE 28, 1958 


TERMINAL BOXES .. . New, plastic, telephone 
































Acme Visible Records, 
Alphaduct Wire & Cable Co., The.. 
Altec Lansing Corp 
Aluminum Company of America. . .8-9 
American Chain & Cable Co., Inc. 

Page Steel & Wire Div 

Wright Hoist Div 
American Chemical Paint Co....... 
American Creosoting Corporation. . 
American Electrical Heater Co... .. 
American Steel & Wire Co 
American Telephone & 

SO eee 
Anaconda Wire & Cable Co 
Ansonia Wire & Cable Co., The.... 
Atlantic Creosoting Co., The....... 
Automatic Electric Sales 

CG bake tees eds 12-13, 28-29, 38-3¢$ 
Bakelite Company 
Baker Wood Preserving Co........ f 
Barber Advertising 

Specialties, Walt 
Bareer-Greeme Co. ........2sseee. 
Bartlett Tree Experts 
Bashlin Company, W. M 
Bell Telephone Laboratories, Inc... 
Benner-Nawman, Inc. ............ 
Berry & Co., L. 
Bethlehem Steel Co............... 


Biddle Co., James G 

Bishop Manufacturing Corp 
Blaw-Knox Company 

Bock Construction Co., Inc., E. A... { 


British Insulated Callenders’ 

I 2a Ce Dadin & ab 6 wid oe 
Brown Company 
Buchart Associates 
Buckeye Telephone & Supply Co.... 52 
Burgess Manning Company 
SES re 
C&D Batteries, Inc : 
Camemine-romue Co. ......ccceces. f 
Cable Spinning Equipment Co 
Calculagraph Company 
Chance Co., A.B 
Chase Brass & Copper Co 
Cleveland Inst. of Radio Electronics 
OS EE ee ore 
Colorado Fuel & Iron Co., The 
Commercial Cord and Supply Co... 
Communication Equipment & 

ES RS re 
Consolidated Electrodynamics Corp. 
Cook Electric Company 
Copperweld Steel Co 
Crane, Inc., Carl C.. 

Cullom & Ghertner 

Cushman Motor Works, Inc 

Davis Construction Co............. 538 
Diamond Expansion Bolt Co., Inc... 
Donnelley & Sons, R. R 

Dow Chemical Co., The 

Duo-Safety Ladder Corp 

Du Pont de Nemours & Co., E. I... 
Edmund Scientific Company 

Electric Specialty Co.............. 
Engineering Associates, Inc........ f 
Engineers Tool Co 

Everstick Anchor Co 

Exide Industrial Division— 

The Electric Storage Battery Co. 
Fairbanks, Morse & Company 
Fitchburg Engineering Corporation — 
Foley Construction Co., Robert E... 5 
General Cable Corporation 
General! Insulated Wire 

TS a nh allelic da ¥reae eo oie — 
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to ADVERTISERS 


Page 

General Machine Products Co., Inc. — 
General Telephone Directory Co.... 16 
GSlacwin Penstic®,. TRG... 660 5200010 37 
Goodrich Chemical Co., B. F., The.. — 
Gorman-Rupp Company 
Gould-National Batteries, Inc 
Graybar Electric Co 
Greenlee Tool Co 
Haley & Co., 
Harris McBurney Company — 
Do ere rr re 
Highway Trailer Company 
Hilti Rapid Fastening Systems, Inc. 
Hirsch Organization, Inc., Gustav. . 
DIME, Cal caiin pons <cgeh ova 
Holub Industries, Inc 
Indiana Steel & Wire Co 
Ingram-Richardson Mfg. Co 
International Business Machines 

SR ciuice Bbw eh d i hral oe 54h Rice yew 
International Harvester Company. . 
DT 4 Sere ee 
Johns-Manville 
Justrite Mfg. Co 
Kander & Company, Allen 
Kearney Co., Jas. J 
Katolight Corp. 
Kellogg Switchboard & Supply 

Co. 
Kennecott Wire & Cable Co 
Killoren Company 
Klein & Sons, Mathias............ 
Kleinschmidt Laboratories, Inc.... . 
Koiled Kords, Inc 
Koppers Co., Inc. 

Tar Products Div 

Wood Preserving Div — 
Leich Sales Corporation 
Lindsay Telephone Supply Co...... — 
Line Equipment Sales............ 5: 
Lorain Products Corp., The 
Loris Sales 
Lynch Carrier Systems, The 
Magnolia Chemical Company, Inc.. . 
Malleable Iron Fittings Company. . 
McCabe-Powers Auto Body Co..... 
McGrath Engineering, Inc......... f 
Monsanto Chemical Co.— 

SE anny xo slgg tcc ea ae 
Morrison-Pelsue Co. 
Mullen Construction Co........... 
Murphy Engineering Laboratories. 
Natco Corporation 
National Electric Products Corp... 
National Pole & Treating Div...... 
National Standard Co 
National Telephone Supply Co..... 5 
Neubauer Manufacturing Co....... 
Neuses, Inc., P. K 
North Electric Company 
Onan & Sons, D. W 
Orangeburg Manufacturing Co., Inc. 


WESTERN REPRESENTATIVE: 
McDonald-Thompson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
Colorado National Bank Bldg., 
Denver, Colo.; National Bldg., 
Seattle, Wash.; 3217 Montrose 
Blvd., Houston, Tex.; 2010 S. 
Utica, Tulsa, Okla.; 912 S. W. 
Market St., Portland 1, Oregon. 


Owens-Illinois 
Page & Hill, Inc 
Parker, W. H 
Phelps Dodge Copper 
NEE IY, oo ovine coed sawwne — 
Philco Corp., Gov’t. & 
Industrial Div. 
Piedmont Wood Preserving Co..... 
Porcelain Products, Inc 
Porter, Inc., < 
Preformed Line Products Co 
Prodelin, Inc. 
Radio Engineering Products, Ltd... 
Radio Frequency Laboratories, Inc. 
Ramset Fastening System 
Rawlplug Company, The 
Raytheon Mfg. Company 
EE, MENU civ cen iamdistes vedere 
Reichhold Chemicals, 
Reliable Electric Company 
Remington Rand Div 
Rex Corporation, The 
Reynolds Metals Company 
Roebling’s Sons Corp., John A..... 
Rohn Manufacturing Co 
NS errr eee 
Runzel Cord & Wire Co 
Ryan Manufacturing Co., 
S & G Manufacturing Corp........ 
Schauer Mfg. C 
Sierra Electronics Corp 
Sloan, Cook & Lowe Co.... 
NT OEE, POTS 
Stampings, Inc. 
NG MI oe cusitny od og ac — 
Stromberg-Carlson Co, . 2-3, 5 
Superior Cable Corporation.... 
Suttle Equipment Corporation 
Taylor-Colquitt Co., The 
Telectric Co. f 
EE OE ns | 
Tele-Muff Co. 
Telephone Construction, Inc 
Telephone Training Institute...... 
Teletype Corp. 
Tele-Wire Supply Co., Inc......... 51 
I OE ee ig he nek + ok Kh os 5 6 Oe 
Templeton, Kenly & Co............ _ 
Thornhill Publishing Co........... 50 
Transandean Associates, Inc — 
Truck Equipment Co.............. — 
Tecer GB Paser, ING. cicciccccesce B 
United Electric Controls Co........ 
U. S. Cable Constructors, Inc 
United States Independent 
Telephone Association 
U. S. Industrial Chemicals Co 
United States Instrument Corp..... 55 
United States Motors Corp — 
United States Steel Corp. 
American Steel & Wire Co....... — 
Creosote Division — 
Universal Controls Corp — 
Utica Drop Forge & Steel Div..... 3: 
Utility Body Co 
Utility Tool & Body Co............ 
Warren Mfg. Company, Inc........ 
Weikel Line Company............ 53 
Western Electric Co 
Whitney-Blake Co. ............... 
Williams Inspection Co., A. W..... f 
Willys Motors, Inc 
Wiremold Co., The 
Woodings-Verona Tool Works 
Wyoming Valley Equipment Div... 
Yates Construction Co............. 58 
York-Hoover Corporation - 


TELEPHONY 





A SINGLE PAIR OF WIRES IS 

ALL YOU NEED FOR FAST, COMPLETE 
NIGHT SERVICE AND AFTER-HOURS 
ANSWERING WITH USI’S 


TYPE 30 PBX 


Get this advantage PLUS 
many other EXTRA features as 
standard equipment 


when you buy... PBX 
by USI 


JUNE 28, 1958 
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Nicopress 


The National Telephone Supply Company 


UE « CLEVELAND 3, OHIO 
nadian Mfr.—N, SLATER CO., LTD., HAMILTON, ONT., CANADA 
Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP... NEW YORK, N, Y. 


° 
Nicopress is the Registered Trade Me:\ of The National Telephone Sup>ly Compony 





